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NOTICE 


A group of business men is meeting 
regularly to consider important prob- 
lems in this industry. The meetings are 
addressed by well known speakers and 
subjects of current interest are dis- 
cussed. Paid admission. Companies 
serving this field are invited to send 
representatives to describe their prod- 
ucts and services. 


Such a notice might well describe 
the issues of this publication. 


Ad vertisers 


-.» Let the facts about this audience 


VERY issue of this publication reaches From an investment standpoint it is just 
an influential audience which welcomes as important that you should know all 
news and information about products or about the people who will see your sales 


services for their business. In these pages 
you are offered an opportunity to talk to 
this audience. 

If you were going to pay for the privilege 
of actually talking to an audience about 
your business, you would want to know all 


message when you advertise in this or any 
other business paper. 

In order to select the right media, with 
the assurance that you get what you pay 
for and that your audience will be receptive 
to the particular message that you have 


about it. How many people? 
What is their occupation 
and business? Where are they 
from? How much did they 
pay to get in? Will it pay 
you to talk to them? 

The answer to these and 
many other questions would 
decide the value of the au. 
dience to your business. 


A.B. C. PROTECTS 
YOUR ADVERTISING 


Paid subscriptions, renewals, 
evidence of reader interest, 
are among many facts in 

B. C. reports that are 
definite guides to effective 
media selection. When you 
buy space in A. B. C. pub- 
lications your advertising 
is safeguarded by audited 
circulation. Always ask 
for A. B. C. reports. 


to tell, base your selection on 
the verified information to 
be found in A.B.C. reports. 


That is why we belong 
to the Audit Bureau of 
Circulations—to give adver- 
tisers audited facts and fig- 
ures about the audience 
they will talk to when they 
advertise in these pages. 


The NATIONAL UNDERWRITER 


Member of the Audit Bureau of Circulations Ask for a copy of our latest A.B.C. report 


A.B. C.= AUDIT BUREAU OF CIRCULATIONS=FACTS AS A MEASURE OF CIRCULATION VALUES 
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Here it is— 





Ready Soon. Price $2.50 


“Who Writes What?” 


An entirely NEW TYPE of reference book that 
answers the Brokerage Business problem! 


How often have you been bothered by questions such as—‘‘where can 
I place that substandard case‘—that single premium case?—what com- 
panies write term to 65‘—or mortgage protection’—how can I get cov- 
erage for that wealthy woman?—what can I do about that salary sav- 
ings or aviation case?” 

Hundreds of questions such as these have long been the bane of many 
an underwriter’s existence. No longer, however, will they be a problen— 
for the new reference book ‘““Who Writes What?” will give the direct an- 
swers to the vast majority of all such questions having to do with surplus 
business. 


Don’t Search! Don’t Write! Don’t Phone! 


Just turn to “Who Writes What?” and there you will find in one place 
all of the companies that will do what you want at the moment. Based 








Typical Questions Answered 
by "WHO WRITES WHAT?" 


What companies will accept brokerage cases? 
What companies write men above age 65? 
Where can I place that single premium case? 
Who will write renewable term? 

What companies retain substantial amounts? 
Who uses graded death benefits on substandard? 
-What companies write group annuities? 


What companies will write retirement annuities 
for pension trusts? 


Who writes term for more than 10 years? 
Where can I place that salary savings group? 
Who writes $10 a month disability income? 
Who will take 10 years’ premiums in advance? 
What companies pay direct to a minor? 

What life companies write group A. & H.? 


Who will cover the aviation hazard by extra 
premium? 


What companies allow a beneficiary to elect 
more than one settlement option? 


Who writes deferred survivorship annuities? 


What companies make substandard insurance 
available to other than their own agents? 


What companies will accept overweights? 


What companies permit application of settle- 
ment options to cash values? 

Who writes 5 pay life?—5 year endowment? 

Who writes a contractual “spend thrift” clause? 

What companies write hospitalization on indi- 
vidual risks?—on group risks? 

Where can I cover that aviation passenger fly- 
ing practically every day? 

What companies write mortgage protection 
with reducing coverage? 


Who will write the combination single premium 
and annuity contract? 


And Many, Many others! 


upon the many thousands of questions that are put to The National Un- 
derwriter’s Statistical Division each year, and upon the recommendations 
of a large group of successful underwriters who have cooperated in a spe- 
cial survey on this subject, “Who Writes What?” promises to be the 
“bible” of all underwriters having to do with brokerage business. 


Gives You the Answer Instantly 


Arranged by questions—not by companies, “Who Writes What?” is 
prepared on an entirely different basis from any other reference book. If 
you want to know about insurance on “women” for instance, just open the 
book to that section. There you find the various questions and the an- 
swers, telling you just which companies will do what. If it’s 5 pay life, 
you turn to that heading and there you will find the companies that write 
this form. There is not only a comprehensive topical index, but all related 
subjects are carefully cross-indexed so that you can find all the desired 
points quickly. 


You May Get It “On Approval” 


Space prevents full description, but since our advance investigation 
proves so conclusively how helpful “Who Writes What?” will be, it is 
offered on ten day approval to any reliable underwriter. May we urge 
you to be among the first to get this long-needed manual. 











and nerves, ‘cause now you've found The book with 
the answers, (all nicely bound). "Who Writes What?" 
—puts your feet on the ground. 
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Don't fret, or swear or “hunt around." Save time ! 
i 
1 
i 
1 
1 
1 
' 





To The National Underwriter Co. 
420 East Fourth Street, Cincinnati, Ohio 


Order Yours NOW Mail This Coupon For Yours—TODAY 


while it’s Send me on "ten day approval" 
...cop... of “WHO WRITES WHAT?”, at $2.50 
dr an d wr we ! CO Check ag “ee my Account 
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N. Y. Guaranty Fund 
Puts $1,500,000 
Behind Postal Life 


Real Estate Situation 
Causes Move, Though 
Insurance Operations Gain 


NEW YORK—Mrs. A. B. Jordan, 
formerly president, has been elected 
to the newly created position of chair- 
man of Postal Life. George Kolodny, 
heretofore secretary and actuary, is the 
new president, and he continues as 
actuary. J. B. Wyckoff, treasurer, is 
elected secretary, as well. 


NEW YORK—Because of the real es- 
tate investment situation of Postal Life 
of New York Superintendent Pink of 
New York has approved an agreement 
between the Life Insurance Guaranty 
Corporation and Postal under which the 
corporation has extended its guaranty to 
Postal for $1,500,000. 

This is the first action of the corpora- 
created by the New 
York legislature in April, 1941, on rec- 
ommendation of Mr. Pink, to insure, up 
to a limit of $25,000,000, that policyhold- 
ers of life companies domiciled in New 
York would suffer no loss by reason of 
inability of any New York company to 
meet its obligations to policyholders and 
beneficiaries. The corporation and its 
guaranties are financed by assessments 
levied on New York domiciled compa- 
nies, prorated according to company size. 


tion, which was 


Gains on Insurance Operations 


Postal Life was organized in 1904 and 
is notable in that it does solely a mail 
order business. Its policies are partici- 
pating. The latest examination by the 
department shows that the company has 
experienced steady gains from its insur- 
ance operations. However, as it has a 
substantial part of its assets in real es- 
tate it has been affected by the depressed 
real estate market. In view of its real 
estate problem the company and the de- 
partment concluded that the best inter- 
ests of the policyholders would be served 
by obtaining the assistance of the Life 
Insurance Guaranty Corporation. 

Accordingly, the Guaranty Corpora- 
tion has made available to the company 
its guaranty for $1,500,000. This is made 
solely for the benefit of the company’s 
policyholders and the holders of annuity 
contracts, both present and future. The 
amount of the guaranty may be reduced 
from time to time with the approval of 
the superintendent of insurance. The 
right of the Guaranty Corporation to be 
reimbursed is subordinate to the rights 
of the holders of policies and annuity 
contracts but comes before the rights of 
stockholders. 

In announcing the approval of this 
agreement Superintendent Pink stated: 
“The substantial help extended by the 
Guaranty Corporation to the Postal Life 

(CONTINUED ON PAGE 11) 


Many Gains Shown in Results 
on 1941 Life Production 


-—New Paid Business—\, 
1941 juee 









-—Change in Ins. in Force— 
941 940 








Bankers Life, Neb........ $ 12,214,345 $. 8,790,836 +$ 4, “982, 023 “8 77,031 
Columbian Natl. ......... 19,351,449 16, 314,115 + 6,585,680 + 3,421,816 
Continental Assurance..... 101,300,079 31 ,772,27 +92,603,671 +21,770,973 
CUO EME 6 cack ce censses 34,796,080 32,043,381 +18,172,094 +13,270,043 
Franklin Eifé ......0<%< 26,834,060 19,471,215 + 6,821,407 1+ 31,730,933 
Great West Life ......... 62,766,744 53,401,865 +20,201,995 +14,699,522 
Guarantee Mutual ....... 16,898,228 13,342,669 + 8,632,897 + 2,029,241 
Keniehte Bile ... 2.066635 39,488 084 32,302,067 +16,643,595 +12,470,947 
Lincoln National ........ 196, 5 158,324,079 + 91,582,467 + 56,678,070 
Midland Mutual ......... a. 800. 000 12,390,849 + 6,500,000 +5,046,701 
Monumental Life ........ 81,518,194 79, 389,587 +36,757,631 + 26,057,414 
N6Gw SOREN Eile. ccc cckss 446,614,300 425,970,300 -+-118,700,654 + 64,347,953 
North American, Can..... 28,073,614 25,902,742 +12,660,560 + 8,592,372 
Provident Mutual Life.... 74,994,871° 70,117,778? +23,575,42 +17,108,604 
San Elite, MG... <: «62.05: 29,297,562 27,074,102 +13,133,394 +9,138,565 
7 ‘Includes reinsurance of Great Amer. ord. ins. 
2Ineluding additions, excluding revivals and increases. 

Di nce in Life Men Sell 40 
War Now Problem Million in Bonds 
for Companies in Three Months 

Much informal discussion is taking MILWAUKEE—In tthe first three 
place among life company executives months of active defense bond selling by 


over the claim problems presented by 
the possibility that many insured will 
disappear or be missing in action, with 
little or no chance that the life com- 
panies or beneficiaries will be able to 
establish positive proof of death. 

One of the allied questions is whether 
the companies can rely fully on the war 
and navy departments’ notification to 
relatives of the death of an insured in 
the service. A number of families af- 
ter the Pearl Harbor disaster were so 
notified, only to learn later that the 
persons involved still were alive. 


No Standard Method Exists 


Company officials feel some general 
policy of handling these matters “should 
be established, although probably none 
will be willing to formulate a fixed at- 
titude. 

Life company officials feel that there 
will be many more cases of soldiers and 
sailors missing in action in this war 
than ever before, because of the de- 
structive power of aerial bombs. In a 
great many cases, doubtless, identifica- 
tion will be difficult if not impossible. 

Then too there will be combatants 
and noncombatants who will be taken 
prisoners and disappear from sight for 


a long time. They may be placed in 
concentration camps, where some will 
die. 

The companies of course do. not wish 


technicalities of the 
contract and the law. Legally they 
could wait the entire seven years pro- 
vided in most statutes before presump- 
tion of death is applied. However to 
do so might work great hardships on 
the insured’s beneficiaries. 

Probably the general policy that will 
have to be adopted is one of paying a 
claim as soon as all reasonable doubt 
as to the insured’s death has been dis- 
pelled, and of handling each proof of 
death on its merit. 


to take refuge in 





Pearl Harbor “Victims” Alive 


Home Beneficial Life paid out $486 in 
death benefits on the lives of two broth- 
ers, Cecil and J. B. Peddicord, Harriman, 
Tenn., who were officially reported killed 


members of the National Association of 
Life Insurance Agents, nearly $40,000,- 
000 have been sold, John A. Wither- 
spoon, Nashville, president, told the Mil- 
waukee association. More than $10,000,- 
000 were cash sales and nearly $30,- 
000,000 on salary allotment plans. The 
large sale of defense bonds by life men 
has had no effect on the sale of life in- 
surance, Mr. Witherspoon pointed out, 
because more life insurance was sold in 
December than in any month in recent 
years. 

President Henry Fuller of the Mil- 
waukee ‘association was in charge. A 
number of prominent local business men 
were guests. Insurance executives intro- 
duced included Grant L, Hill, director of 
agencies Northwestern Mutual; John FE, 
Reilly, president Old Line Life; Clyde 
E. Dalrymple, president National As- 
sociation of Accident & Health Under- 
writers and Earl Wheeler, Madison, 
state president. 


Canadian Life Officers 
Groups Meet May 26-29 


The annual convention of the Cana- 
dian Life Insurance Officers Associa- 
tion will be held at the Seigniory Club, 
Montebello, Que., May 28-29. 

The annual meetings of the Life 
Agency Officers and Life Advertisers 
sections of the association will be held 
at the same place May 26-27. 

The programs for the meetings are 
being worked out. 


—— — = = 


at Pearl Harbor while serving with 
naval forces there Dec. 7 When it 
developed later both were safe and 
sound, the company sought to recover 
the money but found the parents, who 
were the beneficiaries, already had 
spent it. 





New Mexican Life Company 

The Mexican ministry of finance has 
authorized establishment of a new life 
company, Aseguadora Obrera, Sociedad 
Mexicana Mutualista de Seguros Sobre 


la Vida. 


Metropolitan Cuts 
Out Annual Meeting 
of Its Managers 


Convention Called Off on 
Account of War Situation— 
Others Take Similar Action 


NEW “‘YORK—tThe annual conven- 
tion of managers of Metropolitan Life 
will be omitted this year, President Le- 
roy A. Lincoln announces. Annual con- 
ventions have been held in New York 
City for nearly 50 years and in recent 
years have been attended by as many as 
1,500 field men. 

Mr. Lincoln in explaining the reason 
for the omission of the convention in a 
letter to the field said: 

“Since the initial shock of the news 
from Pearl Harbor and the succeeding 
anxious days during which our country 
declared a state of war with Japan, with 
Germany and with Italy, we have come 
to some realization of what must neces- 
sarily confront us all. Perhaps there has 
not yet been time to take stock of the 
whole situation nor to reach any com- 
pletely defined conclusions as to every- 
thing which we in the Metropolitan 
should do, but decisions as to certain 
questions had to be made promptly. 


Situation in Canada Cited 


“In times like these, a national assem- 
bly of the principal representatives of 
our field force from one end of the coun- 
try to the other, even for busines pur- 
poses as it would be, is not in keeping 
with the national situation. In our sister 
country, Canada, I am informed that no 
life insurance conventions have been held 
by any company since the outbreak of 
war in 1939. We are already hearing of 
other organizations in the United States 
which are omitting annual gatherings 
which they have been accustomed to 
have for years. It is the considered 
judgment of your officers that a similar 
course must be followed by the Metro- 


politan, and this decision, disappointing 
as it is to all of us, will, I am sure, be 
received by each of you in a spirit of true 


patriotism. 

“Meantime, the duty and responsibility 
of each Metropolitan man and woman 
is clear. Our first duty is to support our 
country and our commander-in-chief, the 
Precidens of the United States, as our 
leader in any and every endeavor to 
maintain the honor and dignity of the 
nation and to subdue those who would, 
if they could, subdue us. 


More Than 700 in Service 


“Already, and before the recent out- 
break, the Metropolitan had in the armed 
services of the United States and Canada 
somewhat over 700 of its people. It is 
safe to assume that this number will be 
augmented, and those who enter the 


service will have every encouragement 
from their company and _ associates. 


(CONTINUED ON PAGE 11) 
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Give Gough's Critique of Holmes’ Blast at 
Audit Costs and Montanan’s Picturesque Reply 





The address of Commissioner Holmes 
of Montana at the recent New York 
meeting of the state officials, in which 
he pungently attacked the payment of 
high fees to examiners conducting com- 
pany examinations impelled Deputy 
Commissioner Gough to compose a re- 
ply. Mr. Holmes is releasing the cor- 
respondence for publication, “to further 
bring out into light the fact that the 
cost of insurance company examinations 
is a subject of no mean importance and 
that it is incumbent upon all concerned 
with the subject to go into the matter 
and cut down such costs.” 

“Mr. Gough’s letter, as I attempted 
to point out in my reply to Mr. Gough,” 
Mr. Holmes states, “is typical of the po- 
sition that some take re examinations 
costs. The answer to the problem, ap- 
parently, is one which cannot be defi- 
nitely given. Apparently there are two 
thoughts in the minds of state super- 
visory officials re this subject. One 
school of thought, apparently, is 
founded on the principle that insurance 
companies are wealthy institutions, and 
get some of the wealth by any means 
which will accomplish the purpose. The 
other school of thought is that the busi- 
ness of insurance is an American busi- 
ness institution and that all activity in 
relation to the business should be con- 
ducted on strict business principles. 
Overhead costs of a business are. of 
course, of prime importance and where 
all activities in relation to a business are 
conducted on business principles, the 
activities must, of necessity, be con- 
ducted in relation to the cost factor in- 
volved in the activity.” 


Held His Fire at Time 


From Mr. Gough to Mr Holmes: 

“Tn an entirely friendly way, I want 
to express to you some views with re- 
spect to the paper you read at our re- 
cent meeting in New York Citv. 

“T was prompted to respond at the 
time but refrained from so doing out of 
respect for the patience of the several 
commissioners and manv outsiders who 
heard me express myself at the meeting 
of the examination committee the pre- 
vious afternoon, as also at the meeting 
of the same committee in Detroit last 
June. Besides, I firmly believe that 
matters strictly concerned with depart- 
mental procedure should not be dis- 
cussed in public. but onlv among mem- 
bers of the official families in executive 
sessions, as otherwise the verv purpose 
of our association is destroved. 

“T was greatly amused with the hu- 
morous overture to the prepared address 
and impressed with the seriousness of 
its peroration. but with the main naner 
IT was and am in total disagreement. 


Charges Lack of Frankness 


“In the first place, the prepared paper 
did not impress me favorably for the 
reason that it lacked the essential ele- 
ments of frankness and sincerity and I 
am sure other commissioners and com- 
pany representatives there present felt 
the same. It would have been better 
received, I am sure, if it had contained 
an admission that the state of Montana 
had been a fruitful participant in the 


alleged evil practice which you were 
condemning—that Montana had regu- 


larly represented its zone in convention 
examinations of 26 companies domiciled 
in 14 states from 1936 to this present 
vear of 1941, including the companies in 
New Jersey down to August, 1941, and 
also that on all of these examinations 
the Montana examiners charged and 
collected under your authorization com- 
pensation at the rate of $25 per dav and 
subsistence at whatever the prevailing 
rate may have been. In New Jersey it 
was $8 per day. These charges are cor- 
rect as to New Jersey and I believe as 
to the other states where Montana and 
New Jersey examiners were engaged, 
and T therefore assume it to be the same 


as to all other states. Could it have 
been that we were to have assumed that 
the story of the good father was in- 


tended as indicating that you were 
really repentant and had been con- 
verted? If so, it failed to register and 


as we were not converted by you, I for 
one refuse the alternative you offered. 

“Salary or wages, John, are simply a 
measured value of services. Because 
the people of the state of Montana, 
through their representatives in the leg- 
islature, value the services of their gov- 
ernor at but $7,500 per year, is no rea- 
son why the people of New Jersey 
should change the value they have 
placed upon the services of their gov- 
ernor from $20,000 to $7,500. This, like- 
wise, applies to the value of services of 
other public employes, including that of 
insurance examiners, which in this state 
range from $1,800 per annum for juniors 
to $7,500 per annum for the = chief 
examiner. 


Deficiencies Not Common 


“The examiners sent out by this de- 
partment on convention examinations to 
represent zone 1 have all been civil serv- 
ice men in the upper grades in the ex- 
clusive employ of this department and 


each man capable of handling and di- 
recting the work of the particular exam- 
ination to which he was assigned. To 
assign any less qualified man would be 
dishonest and an injustice not only to 
the company to be examined, but like- 
wise to the other states comprising this 
zone. If any such practices as charged 
in your paper exist, the responsibility 
should be placed upon the home exam- 
iner in charge of the examination, who 
is either incapable of handling the 
proper distribution of the work or failed 
to report the case to his commissioner 
for suitable action. In New Jersey the 
work of a clerical character is per- 
formed by our own lower grade men, 
much of which is done before the ar- 
rival of the other state men, who then 
take up the more important portions of 
the work. The conditions criticized by 
you in your paper, if they do exist, I am 
sure are the exceptions and not the rule 
and therefore it seems to me that your 
paper would have been more effective if 
it had so recognized instead of blasting 
the whole structure because of some iso- 
lated instances. 

“If my memory serves me correctly, 
you made two inconsistent proposals as 
to compensation of the convention ex- 
aminers, the one a pro rata of the ex- 
aminer’s regular compensation at home 
and the other a flat uniform rate of 
$15 per day. To the latter rate I am 
unalterably opposed, for the reason that 
it is less than the regular salaries of the 
principal New Jersey men assigned to 
convention examinations, but more im- 
portant still because it would undoubt- 








National Association Not 
to Cancel Annual Meet 


MINNEAPOLIS—The annual 
meeting of the National Associa- 
tion of Life Underwriters will be 
held at Minneapolis as scheduled, 
Wright W. Scott, Lincoln Na- 
tional, chairman of the convention 
committee of the Minneapolis 
Association of Life Underwriters, 
announced. Ina letter, M. L. Hoff- 
man, National association execu- 
tive secretary, said it is “increas- 
ingly important for agents to meet 
together in these crucial times.” 








edly result in the examination work 
being performed by men in the lower 
grade and which would destroy general 
confidence in the value of the work. 

“IT would be favorable to the sug- 
gested pro rata compensation provided 
it was in each case increased about 20 
percent to compensate for the additional 
responsibility upon an examiner on con- 
vention examinations where he repre- 
sents eight states instead of one and 
where he must assume sole responsibil- 
ity without any assistance or direction 
from a superior. This requires men of 
outstanding ability and they should be 
properly compensated. I believe, how- 
ever, that this arrangement would not 
prove satisfactory but would cause em- 

(CONTINUED ON PAGE 9) 





Huebner Foundation Now Active on Many Projects 








Above is shown the first group of scholars and fellows attending University of Pennsylvania under grant from S. S. Hueb- 
ner Foundation for Insurance education. These are the first of annual grants to be made to post-graduate students who intend 
to take up life insurance teaching. They are: Standing (left to right): Thorold S. Funk, scholar; Lucian C. Sneed. scholar; 
William L. Bates, Jr., scholar; Donald B. Ashworth, scholar. Seated (left to right): William T. Beadles. fellow; Robert I. 
Mehr, fellow; T. Emerson Cammack, fellow; Sterling Surrey. fellow. and Dan M. McGill. fellow. 


A life insurance service center for 
dissemination of research or source ma- 
terial on a circulating basis to teachers 
of insurance is a new project under- 
taken by the Huebner Foundation, ac- 
cording to the annual report by David 
McCahan, executive director. 

Life underwriters will have opportu- 
nity to promote work of the foundation 
by contacting schools and colleges to 
interest teachers and post graduate stu- 
dents in applying for the new fellow- 
ships and scholarships to be awarded in 
1942. Applications for the grants must 
be made before next March in order 
that awards may be made in conform- 
ity with standard practice about April 1. 


Parkinson One of Lecturers 
T. I. Parkinson, president Equitable 


Society, chairman of the cooperating 
committee of sponsoring organizations, 


has delivered the first of a series of 20 
lectures on life insurance subjects which 
on their completion are to be published 
as a book. 

The foundation is considering the use- 
ful place which may be discovered in 
insurance instruction for slide films, 
graphs, moving pictures, etc. The re- 
port states “presumably a start should 
be made with such material for general 
insurance courses designed for the lay 
student.” 

Collection of material from fellows 
and scholars, and of regular proceedings 
of all recognized insurance organiza- 
tions; special reports, studies, law, etc. 
of the federal and state governments; 
historical material, pamphlets, research 
reports, etc., of companies and associa- 
tions; and various other types of insur- 
ance material which normally would not 
be acquired by other university libraries, 


are additional projects. It is proposed 
this material would be available through 
circulating privileges to insurance teach- 
ers in accredited colleges and universi- 
ties for research or reference work. 
Plan Series of Digests 


_ Formulation of a series of digests for 
insurance research projects, outlining 
the field of investigation, studies already 
made therein, research methods presum- 
ably applicable, possible obstacles to be 
overcome and other important factors, 
is being considered. 

At the request of the insurance group 
of the Special Libraries Association, at- 
tention is being given to development of 
a library classification plan and system 
of subject headings for insurance ma- 
terial. A survey to this end is being 
made of a representative group of col- 
lege and university libraries. 
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Expect N. , Dept. 
Nonforfeiture Bill 
at This Session 


Believed Likely to Follow 
Guertin Plan with Some 
Modifications 


NEW YORK—Though the Guertin 
committee will not submit its final report 
on nonforfeiture values until the June 
meeting of the National Association of 
Insurance Commissioners, indications 
are that the New York department will 
offer at this year’s legislative session a 
bill on surrender values substantially 
similar to the Guertin committee recom- 
mendations and the suggestions of the 
joint committee of the Life President’s 
Association and the American Life Con- 
vention. Because most legislatures meet 
biennially the New York measure, in 
order to avoid needless complications for 
the companies, would probably not be- 
come mandatory until Jan. 1, 1946, 
though permissive before that date. 

It is believed that the final form of the 
New York bill will differ from the Guer- 
tin proposal, in containing provisions to 
assure continuance of New York’s acqui- 
sition cost and commission limitations 
for all companies doing business in the 
state. These would impose no greater 
restriction than is already the case. 


Divorcing Two Bases 


There remains the question of using 
one reserve basis for computing policy 
reserves and another for nonforfeiture 
values, which is one of the fundamentals 
of the Guertin recommendations. It was 
on this point that there was the most 
serious difference of opinion between 
the New York Department, which 
wanted no separation between the two 
bases, and the Guertin committee, which 
favored a complete separation. 

The Guertin proposal, as submitted at 
the commissioners’ December meeting, 
modified its original plan to the extent 
of providing that where the differential 
between the policy reserve basis and the 
nonforfeiture basis exceeds one-half of 1 
percent there should be provision for 
surrender dividends. The joint recom- 
mendations of the Life Presidents and 
A. L. C. would bar a differential in ex- 
cess of one-half of 1 percent and elimi- 
nate the surrender dividend provision. 


Might Include Both 


One possibility is that the depart- 
ment’s bill will embody the joint com- 
mittee’s proposed ban on differentials ex- 
ceeding one-half of one percent and also 
the Guertin committee’s recommenda- 
tion for surrender dividends, so that any 
excess in reserves resulting from having 
the policy reserve on a lower basis than 
the surrender value reserve could be 
equitably adjusted by dividends paid at 
the time of surrender. 

This would not mean that provision 
for surrender dividends would have to be 
included in policies or that they would 
have to be paid if it could be shown that 
policyholders were not equitably en- 
titled to them, but the presumption 
would be created that these dividends 
would be paid if earned. The present 
law includes a permissive provision for 
payment of policy dividends and one 
company makes a practice of paying 
such dividends on policies in force be- 
yond a certain specified minimum length 
of time. 

While it might be thought that the 
New York department would hold off 
until after the final Guertin report is sub- 
mitted, there has been a certain amount 
of pressure from members of the legisla- 


New Agency Contract and Pension 
Program for Bankers Life of lowa 


DES MOINES—Bankers Life of 
Iowa announced a new form of agent’s 
contract and a correlated pension plan 
for its agents at its three-day school of 
instruction here. 

The new contract is optional for all 
now under contract and will be 


men 
used exclusively for all new agents 
placed under contract in the future. 


The pension plan, subject to certain 
limits of eligibility, is available to all 
men operating under the new contract. 

The new plans are the result of many 
months of analysis and study. Com- 
putations made on the basis of the con- 
tract provisions point to a desirable sta- 
bilizing of agents’ income during active 
field years. The pension plan brings a 
new degree of financial security for re- 
tirement. 


Use “Bridgeover” Plan 


The new agent’s contract follows the 
general pattern of recent developments 
in the life insurance field in readjust- 
ing compensation through redistribu- 
tion of commissions. Abrupt readjust- 
ment is intentionally avoided, however, 
and the transition is made in two an- 
nual steps through a “bridgeover” plan 
embodied in the contract. 

A 45 percent graded first year com- 


mission schedule is the objective of the 
contract but this is reached by two 
“bridgeover” schedules. These provide 
respectively, first, a 55 percent graded 
schedule for the first calendar year fol- 
lowed by, next, a 50 percent graded 
schedule for the second calendar year. 
The 45 percent schedule becomes ef- 
fective for the third and all succeeding 
years. 

The renewal commission period has 
been changed from nine years to the 
more critical persistency period repre- 
sented by the second, third, and fourth 
policy years. “Persistency allowances” 
at the rate of 2 percent are provided on 
premiums paid after the fourth policy 
year. 


Qualifications Set Forth 


Rates of renewal commissions reflect 
the shortened period as well as the 
steps in the “bridgeover.’ The quali- 
fication requirement for renewal com- 
missions and persistency allowances on 
any year’s business is $50,000 of issued 
and paid-for business exclusive of five 
and 10 year term and annuities. After 
two full calendar years of service, sec- 
ond year renewals are vested with ad- 
ditional vesting thereafter of 2 percent 

(CONTINUED ON PAGE 22 











ture for action on the surrender value 
question. It was particularly pushed by 
R. Foster Piper, former chairman of the 
joint committee on insurance law recodi- 
fication and of the assembly committee. 
While Mr. Piper is now a state supreme 
court judge, the momentum of his work 
still continues and a certain moral obli- 
gation seems to be felt to keep plugging 
for a new statutory provision governing 
surrender values. 


Blanchard at Fenn College 


Dr. Ralph H. Blanchard, insurance 
professor at Columbia University and 
president of the Casualty Actuarial So- 
ciety, will be the first speaker at Fenn 
College, Cleveland, under the new lec- 
tureship in insurance. He will speak 
Jan. 19 on “Insurance and Government.” 
The lectureship is made possible by a 
gift from Clayton G. Hale of the Hale & 
Hale agency of Cleveland. 








community, 


in any situation. 
his judgment. 


not publicity 





WILLIAM H. KINGSLEY 
Chairman of the Board 





PRESTIGE 


One of our underwriters distributes life insurance protec- 
tion in a farming and industrial country just outside one of 
the largest cities, doing business with citizens of that solid 


He has built up such a splendid reputation for integrity 
and helpfulness that his clients think of him not only as a 
life insurance underwriter but also as a friend and an advisor 
They believe in him and they believe in 


One policyholder thought so highly of this underwriter that 
in his will, settling an estate of over two millions of dollars, 
he appointed him co-executor, thereby placing in his hands 
more of the responsibility for the future of a family which 
already he had protected by life insurance. 


This was a considerable compliment to the underwriter, as 
well as a reflection of the good judgment of the insured in 
placing his trust ina good man. 


In all this we see prestige at its soundest. 
is good reputation. 
individual life underwriter is an essential component in the 
prestige of the life insurance business. 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


For prestige is 
The prestige of the 


JOHN A. STEVENSON 
President 

















Franklin Life Men 
Plan for Production 
During the Year 


Company Will Make Spe- 
cial Effort to Write Par- 
ticipating Policy 

By C. M. CARTWRIGHT 


SAN ANTONIO—At the convention 
of the Franklin Life’s southern division 
here President Charles E. Becker and 
Vice-president W. L. Dugger, who pre- 
sided, made a special appeal for partici- 
pating policies, saying the general trend 
is in that direction. It was stated that 
business of this character is better for 
all concerned. The company writes both 
participating and nonparticipating and 
pays the same commission on both. It 
has $216,000,000 insurance in force of 
which $32,000,000 is participating. The 
latter line has been pushed under the 
Becker administration. Mr. Becker said 
80 percent of the business today is being 
written on the participating plan. Most 
of the large companies write it exclu- 
sively and hence he said he believed in 
emulating the great leaders. 


Figures from New Statement 


President Becker presented some fig- 
ures from the Dec. 31 statement: Insur- 
ance in force, $216,000,000; new busi- 
ness, $28,000,000; paid business in De- 
cember, $3,548,000; assets, $48,000,000. 
The company reduced its real estate 
holdings last year by $1,000,000. It still 
owns farms valued at $4,300,000. Its 
city real estate is 114 percent of the as- 
sets. It has $515,000 real estate sold un- 
der contract at a profit of 10 percent. Its 
mortgage investments stand at $14,207,- 
000, of which $4,500,000 are F. H. A. 
loans. It has $105,000 real estate in proc- 
ess of foreclosure. Its policy loans are 
$6,648,000, bonds $17,520,000, cash $1,- 
250,000. Its assets gained $460,000 in 
December. Of its assets 50 percent are 
liquid. Its first year premiums in 1941 
were $977,000 and renewals $5,350,000. 
It paid $1,841,000 in claims. The mor- 
tality ratio was 50.8 percent. 


New Policy Announced 


The Franklin Life’s new “Income Se- 
curity Policy” which dovetails in the so- 
cial security benefits with valuable op- 
tions was explained by Assistant Agency 
Managers Douglas McLain and J. V. 


‘Whaley, just promoted to their new po- 


sitions. 

The aim has been to present a con- 
tract that will meet today’s conditions. 
It is devised for those who seek the 
most protection for the least money. 

Agents were asked to submit essays 
on the value of selling annual dividend, 
participating insurance. The first prize 
was awarded to H. L. Bridgeman, Dal- 
las, and the second to Emerson Low of 
Lubbock, Tex. 

President Becker announced that the 
northern division agency convention will 
be held in Estes Park, Colo., in July. 
He stated that three leading producers 
in the southern division the first six 
months and their wives will be given a 
trip to this gathering. 

Texas and Louisiana produce one-third 
of the Franklin Life’s business. Texas 
has an especially effective organization. 


Notables at the Luncheon 


Vice-president Dugger presided at the 
luncheon Thursday. The speakers were 
Mayor C. K. Quin, J. H. Calvert, presi- 
dent of the San Antonio Chamber of 
Commerce and head of Joske Bros. Co. 

(CONTINUED ON PAGE 10) 











Decision Given on 
Commissions on 
Term Conversion 


A decision of the California district 


court of appeal upholds the superior 
court of San Francisco in a dispute 
over who was entitled to the agent’s 


commission in connection with the con- 
version of certain large term policies 
to a permanent basis. The case was 
Neff, appellant, vs. Mutual Life et al., 
defendant and respondent; Anderson, 
third party cross defendant and re- 
spondent. 

Neff sued to recover commission 
claimed to have been earned by Max 
A. Arns, her assignor as an agent for 
Mutual Life. The superior court found 
that Neff was not entitled to recovery, 
that the services were rendered by An- 
derson, another agent of Mutual Life, 
and that he alone was entitled to pay- 


ment of the commission. 
Arns in 1932 wrote $200,000 of five- 
year term insurance automatic continu- 


ordinary life on one Oliver. 
Oliver desired to convert some 
into ordinary life but 
Arns. By agree- 


ance on 
In 1935, 
of the insurance 
declined the deal with 
ment between Mutual Life and Arns, 
Beckett another agent, was permitted 
to handle the case and $100,000 of in- 
surance was converted to the ordinary 
life plan. The commissions were paid 
to Arns and Beckett by mutual agree- 
ment. Later Oliver indicated an inten- 
tion to permit the remaining term in- 
surance to lapse. The beneficiary was 
a corporation of which Oliver was 
president. It was proposed to Oliver 
that he convert the policies and desig- 
nate members of his family as bene- 
ficiaries. At all times Oliver refused 
to have any dealings with Arns. Mu- 
tual Life directed Anderson to get in 
touch with Oliver and in January, 1937, 
the remaining $100,000 of term insur- 
ance was converted to a permanent 
basis and full commissions were paid 
to Anderson. 


Issues Raised by Proceedings 
The 


higher 


according to the 
whether under the 
terms of the written agency contract, 
Arns was entitled to recover the con- 
version commission on the policies con- 
verted through the efforts of Anderson, 
and secondly, whether if Arns is not 
entitled to recover under the written 
contract he is nevertheless entitled to 
recover under the terms of an alleged 
oral agreement between Arns_ and 
Hathaway who was manager of Mutual 
Life when Arns was appointed agent 
in 1933. There was much attention paid 
to the significance of Arns’ testimony 
that Mr. Hathaway had promised that 


issues, 
court, were 


basic 


if Arns would join the agency it would. 


“protect” the business written by him, 
“including the Oliver policies.” The 
judge of the lower court stated that he 
could not conceive of an _ insurance 
company entering into a contract with 
an agent under which the insurer would 
tie its own hands so as to foreclose it- 
self from making use of the services 
of another agent in converting policies 
of the type involved in the litigation, 
after the agent who wrote the policies 
found himself unable to transact any 
business with the insured with refer- 
ence to the policy. He said he was 
also unable to conceive of a custom 
growing up where an insurance com- 
pany would carry the “protection” ’of 
an agent to the extent of providing that 
he be paid a commission under such 
cirmumstances. The higher court 
agreed with the reasoning of the lower 
court throughout. 





Frank O. Graf, formerly an advertis- 
ing manager in Worcester, Mass., and 
more recently with the Connecticut 
General in New York City, has been 
appointed district manager of that com- 
pany at Worcester, Mass. 


AGNATIONAL UNDERWRITER — 





Canada bts Sides 
Promotions 


Canada Life announces two ge 

promotions in its agency department. 
A. Gooch, formerly assistant cos 
tendent, becomes associated with R. G 
McDonald as superintendent. A. G. 
MacKenzie, formerly agency assistant, 
has been appointed agency supervisor. 

Mr. Gooch was appointed assistant ed- 
ucational supervisor in 1932 and since 
then has served as conservation inspec- 
tor, agency assistant, agency supervisor 
and assistant superintendent. He joined 
Canada Life in 1924 in the accounting 
department. He has had considerable 
selling experience and, working in eve- 
nings only, earned membership in the 
production clubs six times. 

Mr. MacKenzie started with Canada 
Life in 1926 in Detroit as an agent and 
moved to Montreal in 1932 as educa- 
tional instructor. In 1936 he was named 
Windsor branch manager and went to 
the home office last January as agency 
assistant. 

C. J. Brackley, manager of the To- 
ronto Osgoode branch, has been ap- 
pointed sales supervisor of the group de- 
partment at the head office associated 
with M. M. Keachie, supervisor of that 
department. G. A. Walter, formerly su- 
pervisor of field service, succeeds him as 
manager in Toronto. 

Mr. Brackley joined the Toronto city 
branch as an agent in 1919. On 16 occa- 
sions he was a member of the Quarter 
Million Club. In 1935 he was named as- 
sistant to the manager of Toronto city 
branch, was first manager of Toronto 
Osgoode branch, opened in 1937. 

Mr. Walter went with Canada Life in 
1935, after a successful insurance selling 
career following his graduation from 
Marquette University Law School. Prior 
to attending college, he taught school. 
Experience established him as an able 
educational instructor. He became edu- 
cational assistant in 1936 and educational 
supervisor in 1939, and supervisor of field 
service last February. 





Wash. Compound Interest 
Law Not Retroactive 


The law that was passed in the state of 
Washington in 1939 permitting the com- 
pounding of unpaid interest in connec- 
tion with policy loans is unconstitutional, 
as applied to insurance contracts that 
were made prior to the effective date of 
the law, the supreme court of that state 
has held in Tremper vs. Northwestern 
Mutual Life. 

Tremper’s policy was issued in 1912 
and provided for simple interest on pol- 
icy loans but contained no provision for 
compound interest. However, the loan 
agreement did allow interest to be com- 
pounded and under this provision, the in- 
surer made its calculations which re- 
sulted in the cancellation of the policy 
when the indebtedness equaled the cash 
surrender value. In allowing compound 
interest with respect to this contract, the 
higher court held, the statute was uncon- 
stitutional, since it amounted to an im- 
pairment of the contract by reducing the 
value of the policy. 

Northwestern Mutual canceled the 
policy about Nov. 23, 1939. The cash 
surrender value was then $722. The 
amount actually advanced, together with 
6 percent simple interest, amounted to 
$671, leaving a balance of $51. 

The law was passed in 1939, providing 
for charging compound interest, after 
decisions had been rendered in the cases 
of Stauffer vs. Northwestern Mutual Life 
and Goodwin vs. Northwestern Mutual 
holding that compound interest could 
not be charged. The higher court held 
that in compounding the interest North- 
western Mutual interfered with a sub- 
stantial right of the assured and reduced 
the value of his policy. 


Merle H. Merts has been appointed to 
take charge of John Hancock Mutual 
Life’s new office in Lima, O., under the 
Henry S. Stout agency of Dayton. 





Rises is Executive 
Vice-president 


Alexander E. Patterson, vice-presi- 
dent of Mutual Life of New York, has 
been elevated to executive vice-president 
by the board. 

He joined Mutual Life as vice-presi- 
dent in July, 1941, and has supervised 





ALEXANDER E,. PATTERSON 


all insurance operations. Previously he 
was vice-president of Penn Mutual from 
1937 to 1941. 

Mr. Patterson entered the life insur- 
ance business in 1908 with Equitable 
Society in Pittsburgh. In 1922 he or- 
ganized a new Equitable agency in New 
York and three years later assumed 
charge of that company’s largest Chi- 
cago agency. After joining Penn Mu- 
tual in 1928 he became general agent in 
Chicago and Illinois, and in 1937 was 
elected vice- -president. 

He has taken active part in the work 
of life underwriters associations and 
other organizations relating to agency 
activities. He was elected president of 
the National Association of Life Under- 
writers in 1936, after having been vice- 
president and trustee, and in 1939 was 
elected chairman of the Association of 
Life Agency Officers. He also was sec- 
retary of the Pittsburgh Life Under- 
writers Association and president of the 
Chicago association. 

A native of Washington, D. C., Mr. 
Patterson served overseas during the 
world war as a major with the 312th 
field artillery of the 79th division. He 
was awarded the LL.D. degree by Coe 
College, Cedar Rapids, Ia., in 1938. 


Chicago Distaff Group to 
Hear Two Noted Women 


The Insurance Distaff Executives 
Association of Chicago has scheduled 


speakers at meetings 

Mrs. James G. Shak- 
man, president Women’s Symphony 
Orchestra, Chicago, will speak at a 
meeting Jan. 22 on “Woman’s Symph- 
ony Orchestra of Chicago—Organiza- 
tion and Accomplishments.’ Eva Da- 
vies, acting secretary, is receiving res- 
ervations. Mrs. K. L. Belcher is pro- 
gram chairman. 

Beatrice Jones, Equitable Society, 
New York, president of the Life Under- 
writers Association of New York City, 
will address a meeting Feb. 9. She will 
stop off in Chicago enroute to Okla- 
homa to receive an honorary degree 
from the state university in recognition 
of her outstanding ability. She is a 
sister of Garland Kahle, Equitable So- 
ciety, Chicago, past president of the 
woman’s division there. Mrs. Kahle 
will be a guest of honor. 


two important 
soon to be held. 
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Prudential 
Promotes Several 


Directors Advance Ger- 
hard, Shepherd, Bartle- 
son and Others 


NEWARK Prudential has made 
several promotions by action of its board 
of directors. 

I. Bruce 
dent and associate actuary, 
vice-president and associate actuary. 
Pearce Shepherd, assistant actuary, was 
elected associate actuary, and Edwin L. 
3artleson, mathematician, was elected 
assistant actuary. John G. Jewett, super- 
visor, was elected assistant secretary. 

Sev eral other promotions were made 
by the company. Charles B. Laing, 
manager of the comptroller’s organiza- 
tion, cost survey group, was promoted 
to supervisor. Walter R. Dunn, man- 
ager of the ordinary claim department, 
becomes assistant supervisor, while 
Chester A. VanNostrand, assistant man- 
ager, is promoted to manager of ordinary 
claims. 

Four directors were elected for four 
year terms: A. C. Wall, Wall, Haight, 
Carey & Hartpence, Jersey City; J. E. 
Reynolds, New York; C. I. Barnard, 
president New Jersey Bell Telephone 
Co., Newark, and Walter Kidde, presi- 
dent Walter Kidde & Co., New York. 


Gerhard, second vice-presi- 


was elected 


How to Sell 
Policies with 
War Risk Rider 


To any prospect who feints with the 
argument that he is not interested in 
life insurance with a war exclusion 
rider, General Agent Don H. Stimpson 
of Mutual Benefit Life at Portland, 
Me., offers the very telling observation 
that such a man would not sleep in his 
home overnight, without owning a fire 
insurance policy, a contract which he 
had accepted with a war clause restric- 
tion as a matter of course. Mr. Stimp- 
son says that reasonable men_ will 
accept war clauses in life insurance poli- 
cies as a matter of course provided the 
agent treats it as a matter of course. 

Mr. Stimpson said that a friend of his 
who was a life insurance manager in 
the last war recalled that when the 
war clauses were introduced business 
fell off for two or three months but 
continued its normal increase from 
then on. The temporary slump, ac- 
cording to the manager, was due to the 
negative psychology of the agents 
rather than to the psychology of the 
public. The public, according to Mr. 
Stimpson, should not be given an op- 
portunity to magnify inconsequentials. 


Pittsburgh Rally on Defense 


Nine insurance organizations in Pitts- 
burgh are sponsoring an insurance civil- 
ian defense rally at the William Penn 
Hotel, Saturday noon. All of the in- 
surance offices that keep open on Sat- 
urdays will close at 11:30 a. m. so that 
the employes may attend the meeting 
promptly. Speakers will inform those 
present how they can best apply their 
qualifications in the common good. 

Various civil defense and Red Cross 
speakers will appear. Steacy E. Web- 
ster, Provident Mutual, Pennsylvania 
chairman in the National Association of 
Life Underwriters plan for defense bond 
sales, will talk. 

E. Walter Geisler of Fred S. James 
& Co. is chairman and E. W. Murphy 
co-chairman. 


Five copies of “Problems of the Smaller 


Estate” by Attorney G. B. Rogers cost $1. - 


Order from National Underwriter. 
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HOW TU BUILD A CLIENTELE 


tele but little has been written on “doing 
little things for people in a personal and 
especial way” to build a clientele. 

They say that prestige is authority or importance 
based on past achievement or gained from the 
appearance of power or ability. That prestige im- 
plies technical competence and honesty. That pres- 
tige is the process of getting ourselves believed in 
and accepted. That prestige enables a man to get 
an interview under favorable circumstances and 
gives authority to his recommendations. This is the 
hard way to build a clientele; it takes times, un- 
usual ability, perhaps a lot of personality, perhaps 
reflected power of influence through connections or 
perhaps personal fame. 

All of us, as salesmen, know that we must, early 
and late, build prestige for ourselves. We know it 
does little good to argue or make statements until 
the prospect has had an opportunity to decide in 
his own mind that we are the kind of a fellow he 
can trust. We know that orders are given because 
of the buyer's confidence in the salesman. 

But, for the average salesman, the man without 
particular ability, personality, fame or fortune, per- 
haps the quickest and easiest way to build prestige 
for himself which in the end will build a depend- 
able and profitable clientele is to do things for 
people — intimate things, helpful things, money or 
time-saving things, things that they would not un- 
aided do for themselves. It is an old axiom that if 
you will do things for people that they do not want 
to do for themselves or cannot do for themselves 
they will gladly pay you for your services. 


UCH has been written on the necessity of 
“building prestige” to establish a clien- 


PRESTIGE BUILDING AN EASIER JOB 


To the end that the problem of prestige building 
will be an easier one to solve, perhaps the best de- 
vice or Service which has been developed recently 
is the INFOMAT. The INFOMAT is a 10-page docu- 
ment made available by the Underwriter to pros- 
pects and clients and in which the client lists 
Personal Information to be disclosed upon his 
death. This Personal Information includes a brief 
life history of the client, instructions to the mor- 
tician, and three pages which list every conceivable 
thought-provoking question on the making of a 
Will, the listing of personal papers and their loca- 
tion, and such valuable data as will be of untold 
help to the family or the executor in the handling 
and settling of an estate in keeping with the client's 
innermost wishes and desires. The INFOMAT is 
sheet size, 81!/. by 11 inches, in an attractive cover, 
and is enclosed in a sealed envelope. It is held by 
the Underwriter as custodian and will be imme- 
diately available upon the owner's death. Complete 
information for newspaper articles is there, and the 





YOU AND YOUR CLIENTELE 


client has designated the person who is to look 
after the affairs of his burial. This person, who in 
many cases may be the Underwriter himself, merely 
follows the deceased's instructions as given in the 
INFOMAT. 


INCREASED PRODUCTION WITH THE 
INFOMAT 


If you would have two or three hundred of these 
documents in your possession as Custodian and if 
your policyowners knew that you would offer your 
help and deliver the INFOMATS to their families 
or personal representatives when they died, you 
would be making yourself available in a personal 
and intimate way, a way in which you would not 
be forgotten as long as your clients lived. And look 
at the possibilities which this opens up to you in 
the way of business. Naturally, this document, de- 
veloped by Robert O. Bickel, C.L.U. of Cedar 
Rapids, Iowa, and successfully used by him in 
further developing his clientele, permits an Under- 
writer to make recurring calls on prospects and 
policyowners to keep the documents up to date 
with changing conditions. The continuous and in- 
evitable change in the situations of your clients 
which will be brought to light in these periodical 
check ups will suggest additional Life Insurance, 
and you will be on the ground to take care of this. 
Again, it is quite possible, when a policyholder 
has filled out one of these instruments, that the very 
completeness of it and 
desirability of having 
such detailed informa- 











tion available at a time 
when the family is least 
able to attend to such 
matters, will influence 
him to refer his friends 
to you for a similar 
service. 


Mr. Bickel, the originator and developer of this 
practical prestige builder, has a lucrative business 
that has taken him 15 years to build. He says, how- 
ever, that he has made more progress in making 
clients out of prospects since he has been using 
the INFOMAT than he did in the entire first half of 
his career as an Underwriter 


WHAT CLIENTS HAVE TO SAY 


Now let's see what Mr. Bickel’s clients say about 
the INFOMAT. W. D. Lyons, Advertising Executive, 
Cedar Rapids, Iowa, says: “As you know, I have 
had occasion in the past few years to wish that I 
had available the sort of information contained in 
the INFOMAT on the affairs of certain deceased 
members of my family. It surely will simplify mat- 
ters for the executor of any person’s estate to be 
able to find such complete and confidential infor- 
mation available.” Fred J. Hollands, Penick & Ford, 
Ltd., Cedar Rapids, Iowa, says: “Now that I have 
my INFOMAT filled out and on file with you, | 
want you to know what a relieved feeling it is to 
know that all these things are on record and will 
automatically be taken care of should anything 
happen to me. After studying it carefully, my wife 
was impressed with the thoroughness in which it 
covers the subjects.” 

The INFOMAT will not operate itself. It must be 
worked, but it compliments the natural operations 
of an Underwriter. It is a very special form of 
policyowner service and presenting it along with 
your other solicitation tends to organization of work 
and offers an urge to see people when you other- 
wise might call it a day. 

You can order one copy of the INFOMAT at 75 
cents, show it to a few policyowners and get their 
opinions of it. Or, the better way is to make a 
job of this. Order 100 copies and we will include 
a free four-line imprint of your name, company 
connection, address and telephone number on the 
Notification Card. The Notification Card is carried 
in the wallet of the client just as he carries an acci- 
dent notification card and tells where the INFOMAT 
will be found. 


SPECIAL INDUCEMENT 


If your check accompanies your INITIAL order, 
we will include free imprinting of the Notification 
Card on lots of 50 or more INFOMATS. 

The INFOMAT can be handled individually or as 
an agency proposition. In the latter case, the 
agency can act as Custodian for the entire agency 
force, buying in larger quantities and at lower 
prices, and with the same privilege of free imprint- 
ing of Notification Cards for individual agents. Or, 
the Agency can use a specially prepared 9 by 12 
envelope on which an agency sticker may be 
placed, naming the Agency as custodian, and the 
Notification Cards can be filled in with a rubber 
stamp or on the typewriter. 

You owe it to yourself to examine one of 
these unusually attractive, practical and desirable 
prestige builders. You should determine what the 
INFOMAT can do for you or for your agents to 
assist in building a worth-while clientele that you 
can count on. Send for your copy today. Use the 
handy coupon — fill it out and mail it while you 
are asking yourself this question: Can the IN- 
FOMAT build a clientele for me? 


’ Single copies-_--_--.....- 75c¢ ea. 

THE DIAMOND LIFE BULLETINS Lots of 10 copies.._.._- [irony 
420 East Fourth Street Lots of 25 copies.....- 65c ea. 
Lots of 50 copies___.... 60c ea. 

Lots of 100 copies___-_--- 50c ea. 

I want to improve and enlarge my clientele. Send me............ copies of 


the INFOMAT in (J envelopes for individual use [] envelopes for agency 
use and charge my account. (On initial orders of 50 or more INFOMATS, 
if cash accompanies order, Notification Cards printed free). SATISFAC- 
TION GUARANTEED. 





Street Address 


CCT ARN © Crna Sa ta a ee 





City and State 








‘- 
. Cincinnati, Ohio 
I 
| 
I 
I 
l 
| 
| 
! 


(Type or print copy on this coupon for four-line imprint, using 


capital letters whére desired.) 
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Suondiees Abound in Bienes 
Company Results in 1941 


Selling $133,537,493 new insurance last 
year, Massachusetts Mutual Life made a 
production gain of $7,085,116 over the 
previous year. 

President Bertrand J. Perry stated 
that the increased industrial activity in 
the production of war material has been 
a stimulating influence. Since the attack 
on Pearl Harbor, the people have be- 
come more war-minded and, therefore, 
more conscious of the increased hazards 
to life, and the resultant immediate need 
for more family protection. 


Equitable of Iowa 


Equitable Life of Iowa recorded a 
paid total of $63,555,003 of life insur- 
ance and annuities in 1941, which was 
a gain of $9,015,041 or 16.5 percent over 
1940. Insurance in force gained $20,- 
832,320, and now totals $618,720,033. 
The business paid for in December was 
$6,174,054. 

The leading agency for the year 
was Hoey & Ellison Life Agency, New 
York, with a paid volume of more than 
$9,000,000. The Wallis & Son agency, 
Philadelphia, was second. 

The leading individual agent was Al- 
bert Rose of Hoey & Ellison. R. H. 
Sheldon, Los Angeles, was second; W. 
B. Strief, Des Moines, third. 


Continental American Life 


The 1941 increase in business in force 
of Continental American Life was 
more than four times the increase in 
1940. Insurance in force Dec. 31 
amounted to $142,493,038. Both first 
year and renewal lapse rates were the 
lowest in history. 

Last year the company made almost 
no effort to expand agency organiza- 
tion, but concentrated on improvement 
of selling and prospecting skill, better 
work habits and better quality of busi- 
ness. The average agent paid for 30 
percent more insurance in 1941 than in 
1940. 

The average new 
amount) was $5,510 
$5,094 in 1940. 


Bankers of Nebraska 


Bankers Life of Nebraska paid pro- 
duction for 1941 exceeded bv 38.9 per- 
cent that of 1940. The lapse rate was 
the lowest for many years and the in- 
crease in business in force was the 
greatest since 1930. 

In both written and paid business De- 
cember was the largest such month in 
Bankers Life history. 

Every agency but one exceeded last 
year its 1940 production. 


Wisconsin National Life 


Wisconsin National Life’s life insur- 
ance in force at the end of 1941 totaled 
$43,379,000, an increase of $1,991,000 for 
the year. New business written in 1941 
was approximately $6,500,000. 

New business in the accident and 
health department increased 37.4 per- 
cent, the volume of new business being 
the largest in the history of the depart- 
ment. 

Admitted assets are now $10,500,000, 
an all-time high. Surplus increased to 
$1,358,000. 


California-Western States 


California-Western States Life had the 
most successful year in its history in 
1941. Preliminary figures show an in- 
crease of 33 percent in new paid-for in- 
surance, and a new all-time high for in- 
surance in force. This was done with a 
smaller but more carefully supervised 
and trained sales force than in 1940. De- 
cember production was the biggest in its 
history, with the Sacramento agency 
winning the Anniversary Trophy for the 
largest volume of paid pro rata business. 
It was the agency’s second straight win. 
That agency, managed by Robert E. 
Murphy, also won the President’s 
Trophy for all-around performance dur- 
ing the year. 


policy (effective 
in 1941 against 


Individual winners, who became offic- 
ers of the Anniversary Club, were Grant 
Taggart, Cowley, Wyo.; Al Gaumer, Red 
Bluff, Cal.; Sol Minzer, Dallas, and John 
B. Vetrano, Houston. 


Jefferson Standard Life 


Jefferson Standard Life reports life 
insurance in force at $450,627,700. Sales 
of new life insurance in 1941 totaled 
$58,204,693. In gain in insurance in 
force the year was one of the best in 
history. The first and second year lapse 
ratio was the lowest of any previous 
year, and the actual volume of business 


going out of force was less by $2,000,000 


than any other year since the company 
passed the $100,000,000 mark. 


Acacia Mutual Life 


Assets of Acacia Mutual have now 
passed the one hundred million mark, 
reaching the record total of $100,700,000 
as of Dec. 31. December, which was 
dedicated to William Montgomery as 
“President’s Month,” was the best single 
month in the entire history of the com- 
pany. In that period, paid for business 
amounted to $8,300,000 against $4,853,000 
in December of 1940, an increase of 71 
percent. The total paid for business for 
the year was $46,000,000 which repre- 
sents an increase of more than 25 per- 
cent over last year. During the year 
Acacia’s already excellent conservation 
record registered an 11 percent improve- 
ment over the preceding year. During 
1941, the net increase in business in force 
amounted to $23,000,000 against $12,022,- 
000 in 1940, a gain of 91 percent. Total 
insurance in force was more than 
$446,000,000. 

Commonwealth Life reports $14,000,- 
000 increase of insurance in force in 
1941, a 100 percent gain over 1940. Total 
insurance in force Dec. 31 was $183,000,- 
000. The goal set for 1942 is the $200,- 
000,000 mark. A number of new sales 
aids and several policies were introduced 
Jan, 4. 


Franklin Life 


Paid business of Franklin Life in 1941 
totalled $26,834,060, surpassing produc- 
tion of any year of the past decade, and 
registering an increase of nearly 40 per- 
cent over 1940. Business in force in- 
creased $6,800,000 to a total of $216,131,- 
485. December was the best month 
of the year, and the biggest December 
in the past seven years. Paid business 
exceeded $3,500,000. Paid business in 
each of the months of 1941 exceeded in 
volume that produced in the correspon- 
ding month of 1940. 

Provident Life of Bismarck, N. D., 
had insurance in force of $30,041,931, a 
new high, on Dec. 31, the end of its 
25th year. This was a gain of $2,839,335, 
compared with $2171,525 in 1940. 


Business Men’s 


Business Men’s Assurance’s paid pro- 
duction in 1941 was 15.7 percent ahead 
of 1940 and set a record. 

Insurance in force increased $26,069,- 
279. or almost 21 percent, bringing the 
total to $152,491,802. This includes $17,- 
037,995 added as the result of reinsur- 
ing Liberty Life of Topeka. Kan. Net 
gain was $9,031,284 from business pro- 
duced by B. M. A. agents. 

Accident and health premiums rose 
$371,451 to a total of $2,683,090, in- 
crease 16 percent. 

New paid life business was $25,464,719 
compared with $21,203,283 in 1940 in- 
crease 20 percent. Total income in- 
creased approximately 18 percent. 

Republic National Life—In Decem- 
ber production was $1,628,079. 





Acacia Mutual Pays 5% Bonus 


Acacia Mutual has provided a tem- 
porary 5 percent cost of living bonus 
payable in war bonds quarterly. Elected 
officers are excepted. 

Acacia has adopted the plan of pur- 


R. W. Frank Passes 
Million Dollar Mark: 
Leads State Mutual 


Raymond W. Frank, Caperton agency 
State Mutual Life, Chicago, joined the 
ranks of the mil- 
lion dollar pro- 
ducers in 1941 by 
writing $1,391,153 
in life and annuity 
business on an an- 
nual premium 
basis, representing 
$68,351 in annual 
premiums which 
were paid in cash. 
In his 16% years 
in the business Mr. 
Frank has made an 
outstanding record, 





paying for approx- R. W. Frank 
imately $6,500,000 

in business. He led his company in 
new paid business in 1941. In 1939 he 


led in annuity and life insurance and 
was president of the State Mutual’s 
President’s Club. In 1936 he was sec- 
ond in new business, in 1939, third; in 


1937 fourth; and in 1935, fifth. i 
Mr. Frank entered the business in 
1925 at Champaign, IIl., immediately 


after graduating from the University of 
Illinois. He served at Freeport from 
1927 to 1929 when he joined the State 
Mutual in Chicago. 

Mr. Frank’s 1941 record represents a 
well rounded production of 82 cases, in- 
cluding personal insurance, audits, taxa- 
tion and pension trusts. Of his total 
business $692,680 was life and $698,494 
annuities. One of his pension trust 
cases developed out of his active use 
of the social security sales approach. 

In addition to his personal business, 
Mr. Frank is supervisor of the Caperton 
agency and spent considerable time in 
the Chicago national defense bond sales 
campaign as a team captain. Mr. 
Frank’s success is due largely to his 
pleasing personality, his energetic na- 
ture and his ability to recognize and ap- 
ply new ideas. 








chasing defense bonds outright for its 
employes, permitting the employes to 
reimburse the company in semi-monthly 
installments with no interest charge. 

At the meeting at which these an- 
nouncements were made President Wil- 
liam Montgomery paid tribute to the 
long terms of service of many employes. 
Watches were presented to Dr. J. B. 
Nichols, who has been with Acacia 39 
vears, Jennie Reynolds, 29 years, and 
Charles C. Montgomery, 25 years. Pres- 
entation of a watch was made to Wil- 
liam C. Dietz, one of the old employes, 
on his retirement. Service pins were 
presented to 112 other employes who 
have — with the company 15 years 
or mor 

When President Montgomery. became 
Acacia’s sole employe in 1893, it was a 
small’assessment society with activities 
limited to Washington and assets were 
$14,331. Throughout the entire period 
from 1893 during which time the assets 
have grown to more than $100,000,000, 
Mr. Montgomery has been the directing 
head. 





Scotch Rumors on Coast 
Enemy Attack Voids Policy 





SAN FRANCISCO—For the past 
two weeks most of the life insurance 
men and offices in San Francisco and 
northern California have been busy 
scotching a persistent rumor that per- 
sons killed by enemy bombs dropped on 
cities, or by fires started by incendiary 
bombs, would lose their life insurance 
benefits; that death through such action 
voids the policies. 

Hundreds of inquiries from people 
who had received such reports swamped 
the offices and agents. 


Plans for Company 
Conventions in 
1942 Are Outlined 


The 1942 convention plans of Bankers 
Life of Iowa call for a general school of 
instruction to be held at the home office 
Jan. 14-16 and a meeting of the Presi- 
dent & Premier Club in Glacier National 
Park late in August. 

Officials of Columbus Mutual Life are 
hoping that the company’s 1942 agency 
convention may be held sometime during 
August in its new home office building 
now under construction. It is expected 
that the new quarters may be ready for 
occupancy some time in July, and that 
the agents can be called in for their con- 
vention and inspection of the new home 
office building the following month. 

The 1942 agency convention of Com- 
monwealth Life of Louisville will be held 
at Sea Island, Ga., May 4-6. 

Plans are being completed for the an- 
nual agency convention of Country Life 
to be held Jan. 29-30 at Peoria, III. 

The annual convention of Equitable 
Life of Iowa will be held at White Sul- 
phur Springs, W. Va., July 7-10. 


Tied to N. A. L. U. Rally 


The leading producers of Indianapolis 
Life will hold their annual agency con- 
vention in the north woods of Minnesota 
this year probably at Pequot Lake near 
Brainerd. The time will be the week be- 
fore the annual convention of the Na- 
tional Association of Life Underwriters. 
The producers organization of Indian- 
apolis Life is called the Counsellors’ 
Club. 

There will be a convention of the com- 
pany’s central states producers in Indi- 
anapolis Jan. 30-31 to be attended by the 
agents in Indiana, Ohio, Michigan, IIli- 
nois, Iowa and Minnesota. 

The annual agency convention of Old 
Line Life of Milwaukee will be held at 
Green Lake, Wis., June 22-24, where 
many of its agency gatherings in previ- 
ous years have been held. 

Security Mutual Life has decided to 
hold its 1942 agency convention at Bing- 
hamton, N. Y., Sept. 1-3. 


Security Mutual Plans 


Security Mutual Life of Lincoln, Neb., 
announces that its 1942 agency conven- 
tion will be held in connection with the 
annual meeting of the National Associa- 
tion of Life Underwriters in Minneapolis 
next August. 

Provident Life & Accident of Chatta- 
nooga is celebrating its 55th anniversary 
this year, and will hold its annual agency 
gathering, to be attended by all of its 
leading producers, in Chattanooga Sept. 
9-12. 

Northwestern National Life is plan- 
ning a home coming gathering for its 
agents at the home office to be held in 
connection with the annual meeting of 
the National Association of Life Under- 
writers, which will take place in Minne- 
apolis late next August. The North- 
western National’s homecoming meeting 
will very closely approximate the N. A. 
L. U. convention dates. 

Manhattan Life will hold its agency 
convention this year at Asheville, N. C., 
Sept. 15-18. 

The production groups of American 
Mutual Life of Des Moines will hold 
their annual agency convention at Gull 
Lake, near Brainerd, Minn., June 22-24. 

New World Life will hold its agency 
convention at the Ambassador Hotel in 
Los Angeles Jan. 20-23. 

The 1942 agency convention of the 
One-Two-O Club of Continental Assur- 








Security Mutual “Ad” Agency 
Security Mutual Life of Binghamton, 
Y., has appointed Parker-Allston 
Associates, Inc., New York City, its 
advertising counsel, with R. D. Parker 
account executive. 
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The company’s Two-Five-O Club con- 
vention will take the form of a pleasure 
trip to be held this year beginning Aug. 
13 at Banff and Lake Louise. 

The Quarter Million Dollar Club edu- 
cational conference of Penn Mutual Life 
will take place March 4-6 at Miami, 
Fla. 


Shenandoah Life Plans 


Shenandoah Life of Roanoke will hold 
its agency convention March 23-27 at 
the Miami-Biltmore Hotel, Miami, Fla. 

Seaboard Life of Houston intends to 
hold its agency convention this year 
Aug. 30-Sept. 6 at Camp Waldemar, 
Hunt, Tex. Its top producers constitute 
the Commodore Club, membership in 
which is based on consistent production, 
average size policy, persistency and 
cash with the application. Camp Wal- 
demar is 18 miles from Kerrville, Tex. 

The annual agency convention of the 
ordinary producers of Imperial Life of 
Asheville, N. C., will be held at the home 
office Feb. 12-13. 

Great-West Life will hold its agency 
convention for its leading producers in 
the United States at Miami, March 13- 
16. The company is not holding a Can- 
adian convention this year, having given 
awards to its successful qualifiers in lieu 
of holding an actual convention. This 
has been its practice for the past few 
years. 


Schedule Canadian Cruise 


United Life & Accident of Concord 
will hold its agency convention this year 
the first week in August. It will be the 
Richelieu Cruise from Montreal on a 
Canadian steamship line. 

Rockford Life is planning to hold its 
agency convention in September some- 
where in Wisconsin. 

Midwest Life of Lincoln will hold its 
agency convention in Lincoln, May 4-6. 

The 1942 agency convention of Girard 
Life will be held at the Traymore Ho- 
tel in Atlantic City, June 24-27. 


Other Companies’ Arrangements 


The State Farm companies’ annual 
convention will be held in Chicago Feb. 
23-24, 

The Lafayette Life’s 1942 agency con- 
vention will be held at French Lick, 
Ind., Sept. 10-12. 

Provident Life of Bismarck, N. D., 
will hold its annual agency convention 
in Minneapolis in conjunction with the 
annual meeting of the National Associa- 
tion of Life Underwriters. 

Beneficial Life will hold its agency 
convention in its home city, Salt Lake 
City, July 27-29. 


John Hancock 
‘Debitizes’ Ordinary 
in District Field 


BOSTON—Adopting a plan under 
consideration for more than four years, 
John Hancock has commenced the proc- 
ess of a close transfer or “debitizing” 
of ordinary business written through its 
district offices in all parts of the United 
States. The agent will receive 1 percent 
commission upon all ordinary business 
beyond the renewal period assigned to 
his debit for servicing. As it is estimated 
that completion of the plan will take at 
least a year, adjustments are being made 
to make an equivalent interim payment 
on a weekly basis in the meantime and 
a conservation service fee of $1 weekly 
will also be paid. 

During the last three years, the aver- 
age earnings of agents have increased 
approximately 12 percent on the same 
rates of commission and by _ these 
changes now being made it is expected 
that the agents may be enabled to fur- 
ther increase their earnings materially, 
while at the same time service to policy- 
holders may be greatly improved. 

Since 1933 a series of changes and 
improvements has been worked out for 


New Agency Setup in Pittsburgh 





LeRoy E. _ Sherer, 
senior partner of the 
recent Sherer & Sherer, 
father and son, Pitts- 
burgh agency for Mid- 
land Mutual Life, is 
now sole general agent, 
Charles E. Sherer, son, 
having been appointed 
head of the Marion, O., 
agency. 

Mr. Sherer entered 
the business in 1928 at 
Cleveland and in 1936 
he and his son formed 
the partnership of Sherer 
& Sherer, and went to 
Pittsburgh for Midland 
Mutual. 

Gordon H. Matthews, 
agent for Midland Mu- 
tual Life since 1938, in L. E. 
Rochester, Pa., has been 


SHERER 





G. H- MATTHEWS 


promoted to associate general agent of the Sherer agency, moving to Pittsburgh. 








individual agents’ contracts, taking place 
in steps almost annually. 

The compensation of all the industrial 
agents has always been on the same 


basis throughout all the districts, In 
these localities in which the agents have 
designated a union, principally in New 
York and Boston, these changes in their 


Travelers Estimates Claims 
Paid Total 31/2 Billion 


HARTFORD—The American public 
last year received $6,754 a minute, $405,- 
251 an hour, $9,726,027 a day from its in- 
surance companies, the Travelers group 
estimates. Payments to policyholders 
and beneficiaries in 1941 totaled about 
$3,550,000,000. 

About 70 percent of the total, or $2,- 
500,000,000, was disbursed under life pol- 
icies. Holders of personal accident poli- 
cies and health insurance were paid 
$160,000,000, and workmen’s compensa- 
tion payments totaled $150,000,000. 

Payments of $460,000,000 under fire 
policies represented a 15 percent increase 
over 1940. Travelers reported $195,000,- 
000, or over 11 percent more than in 
1940, was distributed in reimbursements 
for property damage and personal injur- 
ies or deaths incurred in automobile ac- 
cidents. 


plan of compensation have been inserted 
in the contracts with the unions. ; 

John Hancock has no national con- 
tract with any union, however, and only 
a minority of its district agents are lo- 
cated in places where a union has been 
certified. 
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cost. 
The premium per unit of 
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After He Says, 


The sacred obligation of every family man 
is to produce income during his normal 
earning period. The new LNL Continuator 
enables every man to continue his earnings 
to his family even if he dies... and at low 


sive. 


this amazing 


THE LINCOLN NATIONAL LIFE 





Geared To Help Its Fieldmen 





policy is the same for all ages, 20-55 inclu- 


Best of all, the buyer gets a 25% 
increase in benefits if he continues his policy 
in force for six years or more. 

LNL field men find this new, modern policy 
an effective prospecting and sales tool. 


“m COMPANY 


Indiana 




















Besalé leans 
Lament Competition 
Based on War Rider 


The National Underwriter next week 
will publish a table giving in tabloid 
form the war and aviation exclusion 
clause practices of a large number of 
companies on the same basis as the 
exhibit in the Jan. 9 edition—includ- 
ing the companies that appeared in 
that list. Reprints will be available. 

= 
The Massachusetts savings banks have 
adopted a war risk exclusion rider and 
Deputy Commissioner Judd Dewey has 


sent a communication to the banks in 
which among other things he deplores 
competition in life insurance — selling 
based upon differences in war clauses. 


According to Dewey the war risk clause 
of a savings bank is not more liberal 
nor more strict than those used by the 
regular insurance companies and he 
stated that the provisions in war risk 
riders are not intended to be a matter 
of competition. He expressed the belief 
that the insurance companies do not 
intend to compete with each other or 
with the savings banks as to the strict- 
ness or liberality of the clauses. 


Dewey stated that the riders are 
intended to protect existing policyhold- 
ers against an emergency risk. There 
will be differences in judgment as to 
the wording of the clauses and the extent 
of the coverage will vary “in some minor 
particulars,” he states, but all are the 
same in purpose and substantially the 

same in effect. 

The savings bank rider is attached 
to all new policies. It is a 100 percent 
“status” clause excluding all deaths while 
the insured is in the military or naval 
or air force both within the United 
States and abroad. If the insured is 
a member of any non-combatant force, 
whether military or civilian, death is 
excluded only while he is outside the 
United States. There is civilian travel 
exclusion on a “results” basis while the 
insured is outside the United States 
proper and Canada. Aviation deaths are 
excluded except when the assured is a 
farepaying passenger on an established 
airline within the United States or 
Canada. 

Dewey stated that the savings banks 
had a $1,000 loss in the death of Arthur 
F. Boyle of Lowell, Mass., who was 
killed by the Japanese at Pearl Harbor. 

In referring to the provision of the 
savings bank rider which is customary 
in all such riders extending the exclu- 
sion for a period of six months after 
the termination of service, Mr. Dewey 
explained that this is made necessary by 
a number of possible circumstances. The 
most obvious is that death might occur 
shortly after leaving the service from 
wounds or other causes occurring while 
one was a member of the armed forces 
and because where this occurs abroad 
detailed proof of any kind might be 
quite difficult. 

National Life & Accident commencing 
Jan. 19 will attach its war exclusion rider 
to all ordinary policies. Heretofore it 
has been attached only to policies of 
single males ages 15 to 35. A_ similar 
clause is already being endorsed on in- 
dustrial contracts. 

United States Life has applied a war 
clause and aviation exlusion rider to all 
new policies. It continues to furnish 
full coverage inside the United States 
and Canada against hazards of war and 
military or naval service, applicable to 
those in the armed services as well as 
civilians. Similar to other companies’ 
clauses, it excludes deaths from _ all 
causes in armed forces outside the U. S. 
and Canada in time of war, also for two 
years while traveling or residing abroad 
due to incidents of war, and in addition 
all aviation deaths except as fare-paying 
passenger, etc. 

Texas laws place limitations on life 
companies seeking to apply a war 
clause to life policies, according to Life 
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Sanders Is B. M. A. Branch 
Manager at San Diego 








SANDERS 


R. E. 


Business Men’s Assurance has estab- 
lished a branch office in San Diego, 
Cal., under the management of Robert 
E. Sanders. 

In addition to an outstanding record 
in the selection and training of new 
salesmen, Mr. Sanders has for nine 
years been the company’s leading sales- 
man and is a life member of the Mil- 
lion Dollar Round Table. 

Vice-president J. P. Baldwin, man- 
ager of the San Francisco branch of- 
fice, has been supervising the branch 
offices at Portland and Seattle, and now 
will also supervise the San Diego 
branch. 


D. N. Clark Phoenix Mutual 
Secretary and Comptroller 


Phoenix Mutual Life has _ elected 
Dwight N. Clark to be secretary and 
comptroller, and J. Kenneth Sullivan to 
be an assistant comptroller, a newly 
created position. 

Mr. Clark was assistant secretary and 
comptroller and has been with the com- 
pany since 1915. Mr. Sullivan, a cer- 
tified public accountant, joined Phoenix 
Mutual in 1931. 


Chamberlin Named at Cleveland 


Franklin Life has appointed Clar- 
ence W. Chamberlin as general agent 
for Cleveland. He has been associated 
with the agency for the past year. 














Commissioner O. P. Lockhart, ex-of- 
ficio chairman Texas insurance board. 

Texas statutes provide that no ordi- 
nary life policy may be issued in the 
state providing for settlement of an 
amount less than the face except in case 
of suicide, certain hazardous occupa- 
tions, or aviation under policy provi- 
sions, and also that an exception may 
be made to the incontestability provision 
for violation of policy provisions relat- 
ing to military or naval service in time 
of war, he explained, 

Interpretation has been made that a 
company may limit its liability only in 
event of insured’s death in military or 
naval service as a result of following 
such a form of stated hazardous occu- 
pation. Death from any cause is not a 
permissible limitation. 

Commissioner Lockhart said it is com- 
mon practice of companies to prescribe 
return of a sum equal to reserve in case 
of excluded deaths, but under many 
forms there is no reserve in the first 
policy year, nor in other policy years 
under certain term forms, thus the ef- 
fect is that there would be no death 
benefit. ‘Such a type of provision has 
been denied approval in Texas. The 
board also has refused to approve travel 
exclusion applicable in time of war. 

Absolute exclusion of aviation risk is 
not permissible under Texas laws; some 
form of death benefit must be paid. 








F, W. Ecker i: 


Assist Stettinius 


NEW YORK—F. W. Ecker, vice- 
president of Metropolitan Life, has re- 
signed to become special assistant to 
LendLease Administrator E, R. Stettin- 
ius, Jr. He assumed his new duties in 
Washington this week. Mr, Ecker, who 
is a son of Chairman F, H. Ecker 
of Metropolitan, has been with the com- 
pany since 1925, when, at the instance 
of the late Haley Fiske, then presi- 
dent, he left the trust company where 
he had charge of securities sales to be- 
come assistant treasurer of Metropolitan. 

A graduate of Harvard, where he ma- 
jored in economics, Mr. Ecker served 
with distinction overseas in the last war 
as a first lieutenant. He received the 
Distinguished Service Cross and the 
French Croix de Guerre for bravery in 
action. 

Returning to the United States, he be- 
gan the practical study of finance as a 
blotter clerk in a financial house, where 
he soon became assistant to the man- 
ager of the bond department. With the 
Metropolitan he served as _ assistant 
treasurer until 1931, becoming treasurer 
in that year. He was elected vice-presi- 
dent and a director in 1936. As vice- 
president he has been in charge of the 
company’s investments. 





Pearson and Johnson of 


Cincinnati Set Record 

Ralph E. Pearson and George W. 
Johnson of the C. J. McCoy agency of 
Mutual Life, N. Y., in Cincinnati, pre- 
sented to Manager McCoy 78 applica- 
tions aggregating $250,000, the result of 
their activities in the period Dec. 12th- 
20. A large percentage of this business 
was written in seven preestablished pre- 
mium budget franchises. 

They each sold more life insurance in 
the last six months of 1941 than in any 
year in the last five years. Since July 
1, they have installed 12 salary savings 
franchises, 11 being on an employer- 
contributory basis. Of about 600 po- 
tential prospects involved, 250 already 
have purchased life insurance from Pear- 
son and Johnson. 

In one franchise out of a possible 57 
prospects, 51 cases were sold. The em- 
ployer contributed 50 percent of the 
premium up to $5,000 ordinary life. In 
another case, involving 21 persons with 
the employer contributing $1 per thou- 
sand up to $5,000, the solicitation re- 
sulted in 21 applications in one day, 100 
percent. 

Despite concentrating on salary sav- 
ings, both have sold more individual 
policies in their regular solicitation, par- 
ticularly in the evening, than in any 
similar period. 


Continental’s Figures Transposed 

In the table printed last week showing 
preliminary figures on life companies’ 
business, the figures of Continental As- 
surance on new paid business for 1940 
and the gain for 1941 were transposed. 
The new business in 1940 amounted to 
$31,772,272 and the increase for 1941, 
$92,603,761. The correct figures are 
given in the table on page 1. Continen- 
tal wrote a group case for $67,000,000 
effective Nov. 1 that sent its production 
soaring. 


George R. Stiles Retires 

George R. Stiles, general agent of 
Mutual Benefit Life in San Francisco 
since 1913, has announced his retire- 
ment, effective when a successor is se- 
lected. He is the oldest life insurance 
general agent in San Francisco in years 
of service with one company. He joined 
Mutual Benefit in 1895, became an as- 
sociate general agent in 1902 and in 
1908 became supervisor of agencies. 
Five years later he was named sole 
general agent. His agency has been 
consistently a leader in the business. 


Sunset Life Scale Reduced 
The dividend schedule of Sunset Life 
of Seattle, Wash., effective Jan. 1, 
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Big Y owe ise Western & 
Southern; Outlook Good 


CINCINNATI—Western & South- 
ern Life had its most successful year 
in 1941. Insurance in force amounted 
to $1,082,622,518, an increase of $89,- 
069,879, about equally divided between 
ordinary and industrial. The total as- 
sets of the company amounted to $203,- 
351,164, an increase of more than $14,- 
578,000. Capital and surplus increased 
to $28,015,689. 

President Charles F. Williams at the 
company’s annual meeting called spe- 
cial attention to a new and additional 
contingency reserve of $1,000,000 which 
the company has set up for unforeseen 
developments in 1942. 

The outlook for 1942 is promising, 
according to President Williams. Em- 
ployment is certain to much _ higher 
than ever before. Earnings will be 
more evenly distributed and the aver- 
age person will enjoy a much larger 
income. 

The following directors were elected: 
Charles F. Williams, James A. Beha, 
Charles M. Williams, Clarke C. Stay- 
man, William J. Williams, Richard A. 
Ryan, James R. Williams, John F., 
Ruehlmann, Edward S. Runnells, Wil- 
liam R. Burlingham and W. Foy 
Herschede. 


Kelly and Sis Hoffman Are 


Union Central Leaders 


I. A. Kelly III, of the Knight agency, 
New York, led all Union Central agents 





in 1941 with $1,340,737 paid for. Sis 
Hoffman, Benson agency, Cincinnati, 
was second with $1,000,434. They win 


the presidency and vice-presidency, re- 
spectively, of the $500,000 Club. 

Mr. Kelly joined Union Central in 
April, 1940, after successful experience 
elsewhere. He paid for $220,000 in his 
first two months and wound up 1940 
with $759,462. He is a member of the 
Million Dollar Round Table. 

Sis Hoffman has earned a national 
reputation as a life underwriter. She led 
the Union Central in 1939. She joined 
that company in 1925 and has sold over 
a million for each of the last three years 
and is the only woman member of the 
Million Dollar Round Table. 

Fourteen other agents each paid for 
$500,000 or more in 1941 to qualify for 
the $500,000 Club. 


Home Offices in N. Y. 
Prepared for Air Raids 


NEW YORK—Home offices in this 
area have given much thought to the 
possibility of air raids and have devel- 
oped efficient plans for getting person- 
nel to designated “safe areas” as speed- 
ily as possible in the event of an alert. 

Because of having the job of protect- 
ing some 5,500 employes and tenants 
in its home office buildings covering 
two entire blocks, Metropolitan Life 
has developed what is probably the 
most elaborate system of air raid pro- 
tection and precautions. The system is 
so set up that 10 minutes after an alarm 
every occupant of the building will be 
in a shelter. 

Metropolitan’s procedure is based on 
research of more than a year. Various 
departments were given specific prob- 
lems to solve. These divisions included 
the personnel, safety, industrial hygiene, 
filing and tracing, police, building 
maintenance, fire engineer, and medical. 

The buildings have been carefully 
surveyed and interior glass doors and 
partitions have been replaced by sheet 
iron. A telephone switchboard room 
on one of the upper floors of the newest 
building was in an exposed position be- 
cause of the setback of floors above 
it. This has been protected by a 
closely knit web of railroad ties. 











amounts to a reduction of 33 percent 
from the previous scale. Interest paid 
on accumulated dividends and install- 


ment settlements this year is to be 3 


percent. 
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barrassing situations, which would no 
doubt produce unsatisfactory results. 

“In the final analysis, I am satisfied 
that the problem, if such it can be 
called, is purely one of honesty upon the 
part of the responsible parties, namely, 
the commissioners making the assign- 
ments. If this responsibility were fully 
recognized by the appointment of none 
but trained, competent men, _ there 
would be no problem and the payment 
of an adequate, uniform compensation 
based upon the character and the im- 
portance of the work could be fully jus- 
tified, regardless of individual or sec- 
tional differences as to the value of 
these services. 

“The enclosed ditty is a contribution 
of one of my men. Take it for what it 
is worth. I am not passing judgment 
on it.” 

Oh, send back that Holmes 
To the range that he roams 
While he stews about other men’s 
pay; 
Where seldom is heard 
An intelligent word 
And the Gov. gets ten bucks a day. 


From Holmes to Gough 


From Mr. Holmes to Mr. Gough: 
“Yours of Dec. 30, re my public ap- 
pearance before the recent meeting in 
New York, proved one of the thoughts 
I sought to impart in the paper now 
under criticism, 1.€., 
“Phe question of examination costs 
* * * has inevitably been overshadowed 
by the individual members of the asso- 
ciation strictly adhering to that time 
— ideology of states’ rights * * *.’ 
n your communication you seek to 
impress upon me that your department’s 
examiners are of the class that should 
be paid the sums now charged by in- 
surance company examiners. This is 
the advocacy which prompted me to 
point out that individual states were 
wont to preserve their state’s rights. It 
was this which prompted my open ut- 
terance of my thoughts on this subject. 


Gets Down to Fundamentals 


“You seek to justify your position on 
the basis of your men being ‘civil serv- 
ice’ men and experts in their line. Now, 
Chris, let’s quit deluding ourselves and 
get down to fundamentals in this mat- 
ter. Let us be frank and admit that 
you and all the rest of us who are so 
‘doubled up under the burden of state 
supervisory duties’ are in our jobs be- 
cause we played the game of politics 
wisely. We are happenstances—polit- 
ical opportunists—so to speak. 

“Chris, your communication brands 
you a politician of the first water. Your 
words: ‘Besides, I firmly believe that 
matters strictly concerned with depart- 
mental procedure should not be dis- 
cussed in public, but only among mem- 
bers of the official families in executive 
sessions * * * is the language of an ex- 
pert politician, one well versed in the 
political ideology of ‘Fool the public— 
they like it. Don’t tell your constitu- 
ents the truth about anything. Truths 
must be whispered among those on the 
in. 

“The public abhors whispering poli- 
ticians. The public, of right, is entitled 
to know what their representatives, in 
assembly, are talking about, re matters 
relating to public office administration. 


Recalls the Expense Account 


“The representatives of the various 
states who assembled in the New York 
meeting were sent there by the citizens 
of their respective commonwealths. I 
dare say that the first official act of all, 
like myself, when they returned to their 
respective offices, was to file their ex- 
pense claim, charging their taxpayers 
tor the cost of their attendance at the 
New York meeting. The citizens of the 
various states sent their insurance com- 
missioners to a national meeting; they 
nominated them as their representatives 
in that meeting. For what? To hold 
whispered consultations behind closed 


doors? No, Chris, we have had too 
much of the whispering politician. That 
is what is wrong with the world today 
—too much behind the door dealing— 
not enough of out in the open public 
administration. 

“If ‘my audacity,’ in bringing out into 
the open a topic which ‘should not be 
discussed in public,’ has caused political 
office holders concern, then I have 
served my people well and have given 
them some hope that the whispering 
politician is on the way out and that a 
new era of public administration is in 
the offing. They will have hopes that 
the political star chamber session is 
passe and that they, the ones who pay 
the bills, will be given some insight into 
the truth of public office administration. 

“Why should the question of cost of 
insurance company examinations be one 
of secret session? Is it a fact, as I sug- 
gested, that the whole matter is one of 
political intrigue? Is it a fact that the 
business of insurance is the victim of 
political banditry? If the subject can- 
not be discussed in public, then there 
must be something rotten in Denmark 
and it’s about time that the lid comes 
off and the whole putrid mess be given 
an airing. 


Cites Close of Speech 


“T closed my paper by stating. 

““Tf state supervision of insurance 
companies and the business of insurance 
is to long endure and receive the modi- 
cum of respectability to which it is, of 
right, entitled, the members of this con- 
vention, either as a unit or through 
their individual efforts, must immedi- 
ately purge the system of examination 
of all that taints of politics, sharp prac- 
tices and chicanery and put examina- 
tions in step with the business of insur- 
ance and leave no doubt in the minds of 
company executives, policyholders and 
the public in general that an insurance 
company examination is for the purpose 
of proving the financial worth of the 
company and not merely a vehicle to 
create executive salaries for a favored 
few.’ 


Wise Words of Grandmother 


“This I reiterate; unfortunately, how- 
ever, there are apparently some who 
would go on record to hold that this 
thought ‘should not be discussed in pub- 
lic but only among members of the offi- 
cial families in executive sessions,’ or, 
in other words, that neither company 
executives, policyholders or the public 
in general should be given information 
on a condition which can only be dis- 
cussed in secret sessions and which, in 





the end, will seriously undermine, if not 
destroy, state supervision of insurance 
companies. 

“Chris, my grandmother often said: 
‘Wise men change their minds—fools 
never do.’ This is the obvious answer 
to. your question: 

‘Could it have been that we were 
to assume that the story of the good 
father was intended as indicating that 
you were really repentant and had been 
converted * * * ?’ 

“In my paper, I stated: 

“During the past nine years. I have 
observed this business of insurance com- 
pany examinations * * * thus indicat- 
ing that I had finally reached a point 


where I felt capable of making an open 
discussion of the subject. I used the 
words, ‘this business’ after careful and 
prudent consideration. They were in- 
tended to convey the thought of disgust 
anda suspicion that ‘banditry and polit- 
ical intrigue’ were being practiced upon 
an American business instituton to the 
detriment of the unknowing policy pur- 
chaser who, in the end, paid the bill. 


Eating Roman Candles 


“Yes, it is true that sixth zone repre- 
sentatives have moved into examina- 
tions under Montana appointments and 
claimed the fees laid by other state rep- 
resentatives who were well versed in the 
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tract—in periods of incapacity through 
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firm friends, enthusiastic word-of-mouth 
advertisers for Perfect Protection. Acci- 
dent and Health coverage protects buyer 
and salesman alike against policy lapses 
. . . and Perfect Protection can be ar- 
ranged to suit the income of every insur- 
ance buyer. Reliance originated Perfect 
Protection in 1913. Today it is Streamlined to meet the 
demands of 1942. Write for new booklet giving further 
details of Streamlined Perfect Protection. 


RELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 
Dept. 111, Farmers Bank Building, Pittsburgh, Pa. 




















10 


SS UNDERWRITER 


January 16, 1942 














art now being attacked. It was these 
contacts with examinations which 
brought to iny attention the inequity of 
the practice complained of. I have first 
hand information of and concerning the 
subject. I also know that the sixth 
zone representatives, out of Montana, 
were in the position of being forced into 
an application of the old adage of: 

‘‘When you are with the Romans, do 
as the Romans do.’ 

“The fact that they did as the Ro- 
mans did does not justify a continua- 
tion of the practice. 

“It was because of the inadequacy of 
Montana laws that I took the question 
before the New York meeting. I 
Lrought it out into the open, hoping that 
all states would settle down into a seri- 
ous consideration of the subject and 
that when the western representatives 
were forced to ‘do as the Romans do,’ 
they would be acting in a fair, just and 
equitable manner, by virtue of a uni- 
form procedure established under ihe 
rules of the National Association of In- 
surance Commissioners. Your com- 
munication, however, plainly indicates 
that the ideology of state’s rights is to 
be the order of the day and that little or 
no consideration of the subject will 
come from the convention. 


Civil Service 


“Your communication is interesting 
insofar as it applies to civil service men. 
It clearly points out that the business 
of public office administration is being 
taken over by career men. This has 
been the weakness of the so-called civil 
service. The chief of the oflice is a 
mere political figurehead. The boys 
who run the show are those who have 
dug in under the guise of a civil service 
rating. In other words, your communi- 
cation raises the question, insofar as 
civil service is concerned, Does the dog 
wag the tail or does the tail wag the 
dog? All of which goes to the point— 
Has the complained of practice been es- 
tablished by those who have dug in and 
that they, from what they consider their 
bomb proof will level their attack 
against any who would be so brazen as 
- question the practice established by 
them. 


Too Much Imagination 


“T have often noted that representa- 
tives assembled in meeting often lose 
the full import of transactions occurring 
in the meeting and let their imagina- 
tions fill in the gaps left by misunder- 
standing, inattention, etc., etc. When 
you declare that you are ‘inalterably 
opposed’ to what you declare to be ‘two 
inconsistent proposals as to compensa- 
tion of the convention examiners.’ I am 
reminded of the American slang phrase, 
“Were you there, Charlie?? I made no 
such proposals as your imaginative 
mind has conjured. I stated: 

““T am of the opinion that an insur- 
ance company examiner who cannot 
qualify as an expert in the subject of 
his task of examination, be that actu- 
arial determination or investment valu- 
ations, should receive no greater amount 
for his efforts than the amount he would 
receive as an employe of the department 
being represented in the examination.’ 


Finds Common Ground 


“Tf the state of New Jersey pays sala- 
ries ranging from $1,800 to $7,500 to its 
examining staff, then, according to my 
thought, “above quoted, its examiners 
would receive the same pay while on 
company examination. I am of the 
opinion we meet on common ground in 
this matter, except that I should have 
whispered the thought rather than to 
have had the ‘audacity’ to utter it in 
public. 

“Your reference to a flat $15 per day 
scale makes me wonder if those of the 
eastern seaboard understand the Eng- 
lish language. Read paragraph 3, page 
8 and paragraphs 1 and 2, page 9 of 
my paper and then tell me you are sorry 
you didn’t really understand what was 
said. 

“Chris, I am of the opinion that our 
minds meet on the fundamentals of the 
paper; however, I fear that our 
thoughts on the procedure of bringing 


the matter to focus may never be rec- 
onciled. 

“The parody of ‘Home on the Range’ 
amused me; however, it brought cut 
into the light that which has long been 
suspected—the eastern seaboard of the 
United States has long cherished the 
thought that it was God’s chosen coun- 
try. Repeatedly, have we in the west 
been thrown into contact with those 
entertaining this ideology. They would 
lead one to believe that all of the 
knowledge, all of the finesse, all that 
matters, is wrapped up in the citizens 
of that sphere. We of the west have 
long known that those of the eastern 
seaboard looked upon us as_ suckers 
idiots and imbeciles, to be the dupes of 
their nefarious schemes. 


Sons of Wild Jackasses 


“T full well appreciate that western 
men long have been looked upon as 
‘The sons of wild jackasses,’ to be seen 
and not heard. In keeping with this 
thought, it was not until the 11 western 
states associated themselves together in 
what is now known as the Western 
Conference of Insurance Commission- 
ers that the western states, to any great 
extent, were represented in examina- 
tions of eastern insurance companies. 
As Baby Snooks is wont to say: ‘It 
could be’ that the birth of the Western 
Conference, either directly or indirectly, 
brought into existence the zone system 
of examination. Times are changing. 
What was the practice is not now the 
practice. Perhaps we had best return 
to fundamentals on cost of insurance 
company examination and, upon funda- 
mentals, build up a practice that will 
not be subject to some of the loose talk 
we now hear about the subject—a prac- 
tice which can ‘be discussed in public’ 
and need not be discussed ‘only among 
members of the official family in execu- 
tive sessions.’ 

“The fact that my paper occasioned 
you to write a two page letter would 
seemingly negative the couplet of the 
parody: ‘Where seldom is heard an in- 
telligent word.’ 

“The paper apparently carried some 
understandable, intelligent words as 
would occasion some to go on the de- 
fensive. 


Completes the Jingle 


“Chris, just what are intelligent 
words?—those spoken in whispered con- 
sultation behind closed doors in execu- 
tive sessions or the same words spoken 
out in the clear light of the day? My 
spoken words may not have been in- 
telligent, yet they were surely suffi- 
ciently understandable as to give some 
of the boys an inkling that the west was 
wise to their game and believed the 
time had arrived when the whole putrid 
mess should be dragged out of the ‘exe- 
cutive sessions’ and given an airing in 
the open. 


“Chris, it is my opinion that the ‘jing- 
ler’ didn’t go far enough in his ‘jangle.’ 
He should have brought his versing to 
a complete close, such as: 


Oh, send back that Holmes 
To the range that he roams 

While he stews about other men’s pay; 
Where seldom is heard 

An intelligent word 
And the Gov. gets ten bucks a day. 


He does not belong, 
He'd be lost in the throng, 

Jersey swamps give him fever and ague, 
Where the pay it is large, 

My God, how they do charge 
To live there is worse than the plague. 


Where seldom is heard 
The whirr of a bird, 

To make money, alas, is their care. 
They have a Gov. to be sure, 

On $20,000 he’s poor, 
For he’s told what to do by a mayor. 





W. R. Parker, general agent of Re- 
public National Life in Corpus Christi, 
Tex., has been made a major in the 
Home Defense Guards there. Major 
Parker held a commission in the first 
world war. 


Franklin Life Men 
Plan for Production 
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department store; H. M. Van Auken, 
vice-president and manager chamber of 
commerce; Attorney Forrest Bennett 
and H. H. Ochs, head of Wolff & Marks 
department store. 

It was announced by F. J. O’Brien, 
advertising manager, that the Franklin 
Life will, starting Feb. 2, have a two- 
thirds page advertisement in “Time” 
every month. 

Battery of Home Office People 


There were present from the home of- 
fice President Becker, Vice-presidents 
W. J. Hiller and W. L. Dugger, Counsel 
Louis Gillespie, Advertising Director 
O’Brien; James Abels, conservation de- 
partment head; Agency Secretary Paul 
Becker; Assistant Home Office Agency 
Manager Douglas McLain; Mary Ina 
Lochridge, President Becker’s secretary. 
Vice- -president A. V. Mozingo of Atlanta 
was also in attendance. Most of the of- 
ficials were accompanied by their wives. 

The first two days were spent at Mon- 
terrey, Mex. At one session President 
Becker presented the awards and an- 
nounced the agency clubs officers: Quar- 
ter Million Club, M. D. Dugger, Hous- 
ton, president; H. B. Parker, Baton 
Rouge, vice-president; Ray Collins, Mil- 
waukee, secretary. One Hundred Thou- 
sand Dollar Club, Paul J. Brown, San 
Angelo, Tex., president; R. L. Gates, 
Alexandria, La., vice-president; W. K. 
Kennedy, Canton, O., secretary. 

Various forms of entertainment were 
provided at both cities. President Becker 
is known as a royal host who dispenses 
hospitality sincerely and liberally. 





New Committees of Bar's 
Insurance Section Named 


Clement F. Robinson of Portland, 
Me., chairman of the section of insur- 
ance law of the American Bar Associ- 
ation, has now completed the appoint- 
ment of the new committees. Vice- 
chairman of the section is J. Harry 
LaBrum of Philadelphia and secretary 
is John F, Handy. Chairman of the 
council is Howard C. Spencer, Roches- 
ter, Ni. Y. 

The executive committee consists of 
John F. Handy, Springfield, Mass.; 
Thomas Watters, Jr.. New York, and 


Messrs. LaBrum, Robinson _ and 
Spencer. 

Chairman of the membership commit- 
tee is George B. Harris, Cleveland; 


chairman of the program committee is 
Howell Van Auken, Detroit, and the 
vice-chairman is Mr. LaBrum; chair- 
man of publications committee is L. P. 
Kristeller, Newark, and vice-chairman, 
H. W. Raymond, Lumbermen’s Mutual 
Casualty, Chicago. 

Chairman of the health and accident 


committee is Oliver H. Miller, Des 
Moines and vice-chairman, Oscar D. 
Brundidge, Dallas. 


Chairman of the insurance law prac- 
tice and procedure is Wilbur E. Benoy, 
Columbus, O., and vice-chairman is J. 
A. Gooch, Fort Worth. 

Oscar J. Brown of Syracuse is chair- 
man of the committee on lay insurance 
adjusters and vice-chairman is William 
G. Caples, Continental Casualty, Chi- 
cago. Ralph H. Kastner of the Ameri- 
can Life Convention is chairman of the 
life insurance law committee and Julius 
C. Smith of Greensboro, N. C., is vice- 
chairman. 

George W. Goble of the University 
of Illinois heads the committee on 
qualification and regulation of insur- 
ance companies and Samuel R. Feller 
of the New York insurance department 
is vice-chairman. 





Dr. William W. Dow, Toronto, has 
been appointed medical director of the 
Toronto Mutual Life. 


“IN U. S. WAR SERVICE 


Dick Hanley, “Millionaire”, Is 
Major of Marines 


R. E. Hanley, former football coach 
of Northwestern University who went 
with Equitable Society in April, 1935, 
and in his first year paid for $1,227,000 
of life insurance, has been commis- 
sioned a major of marines. He was 
preparing to leave this week for Quan- 
tico, Va., for intensive training and a 
refresher course. Major Hanley has 
been a captain in the marine reserve 
since the first world war. 

He has been a member of the Mil- 
lion Dollar Round Table of the Na- 
tional Association of Life Underwriters 
for five years and a “group milionaire” 
of Equitable Society virtually since 
joining the company. 








Ed Long, agent of Connecticut Gen- 
eral Life in Kansas City, has been called 
to service. He is now at Fort Leaven- 
worth. 

William Coit Hubbard, who has been 
agency organizer in the Joseph A. Lani- 
gan agency of Mutual Life in Boston, 
has received appointment as major in the 
army and he has been assigned to duty 
with the First Interceptor Command, 
Mitchel Field, L. I. He will probably 
very shortly be attached to the Boston 
Region Information Center in charge 
of air raid warnings and acting as liaison 
officer for that region between the First 
Interceptor Command and the regional 
office of civilian defense. 

Major Hubbard served overseas in the 
last war and attained the rank of first 
lieutenant. He served in the reserves 
for some years after the war. He is a 
Harvard graduate and has had a suc- 
cessful life insurance career. 

Francis V. Keesling, Jr., counsel West 
Coast Life, who has been an army cap- 
tain serving with the joint Army and 
Navy selective service committee in 
Washington, D. C., since passage of the 
draft law, has been promoted to major. 
He has been appointed legislative officer 
for the committee and has been highly 
commended by members of Congress for 
his activities. His father, F. V. Keesling, 
Sr., is president of West Coast Life. 

G. Archie Helland, San Antonio gen- 
eral agent Connecticut Mutual Life, has 
been called into the army and ordered to 
report to Fort Francis Warren for duty. 

John K. Howard, vice-president Co- 
lumbian National Life, has received his 
commission as lieutenant colonel in the 
army and is being transferred to Wash- 
ington, D. C., where it is expected he 
will be attached to the provost-marshal 
general’s office. Lieut. Col. Howard 
attended the camp for business and pro- 
fessional men in the summer of 1940 and 
he was appointed by the war department 
a member of a special commission which 
went to England early in 1941 to inves- 
tigate civilian defense organization. 

Also in the armed forces at the pres- 
ent time is Capt. Elliott C. Laidlaw, 
former purchasing agent of Columbian 
National Life. He has been a member 
of the national guard for some years. 
He was taken from his regular infantry 
post some months ago and selected for 
special instruction in the intelligence 
service. He is now stationed at Fort 
Leavenworth, Kan. 

William St. John Chubb, special agent 
in the E. N, Van Vliet ordinary agency 
of Prudential in Newark, has left for 
Maxwell Field, Ala., to rejoin the army 
air corps. 


Conn. General Group Conference 


The annual group conference of Con- 
necticut General Life will be held in 
Hartford, beginning Jan. 18. Group men 
from all the company’s leading agencies 
will be in attendance. 








Franklin Sets Up War Bond Plan 


Franklin Life has installed a defense 


bond payroll allotment plan. 
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Metropolitan Cuts 
Out Annual Meeting 





(CONTINUED FROM PAGE 1) 


Those not in active service will have 
countless opportunities for contribution 
of their energies in the common weal. 

“In seeking the necessary means of 
financing the war, our government will 
have, as it has already had in the current 
situation and as it had in the late war, 
the fullest cooperation and support of the 
company itself. Furthermore, each and 
every one of us will have opportunity to 
make individual financial subscription, 
according to our means, to the purchase 
of defense savings bonds or to the pur- 
chase of other securities which may be 
offered bv the government fo rsubscrip- 
tion by the people. 

“No one can say how long our war 
will last, but if it be long or short, you 
and I are committed to see it through. 
So soon as it may be proper, you may 
be sure we shall undertake such gather- 
ings as are appropriate. We shall feel 
free at any time to make regional visits 
to our managers in different parts of the 
country for the purpose of better under- 
standing of our current problems, to the 
end—and only to the end—that the field 
force may be in a position to serve our 
country to the utmost by serving our 
company in whatever directions such 
service can be most useful.” 


MIDLAND MUTUAL LIFE 


Midland Mutual Life has called off its 
plans for the agency convention that had 
been scheduled to be held in the home 
office city April 30-May 1. The manage- 
ment explains that this decision was 
made because of transportation difficul- 
ties and because “it seems unpatriotic 
for a company to entertain its salesmen 
when such moneys are needed to help 
support our country’s defense plan.” 

The agency department will try to 
hold at least one regional meeting in 
each section of the territory in April, 
May and June but if this is impractical, 
individual agency meetings will be held. 

As a substitute for convention credits, 
Midland Mutual will pay defense stamps 
and bonds to agents, ranging from $5 in 
defense stamps to those paying for $10,- 
000 of life insurance during the first four 
months up to $50 in defense bonds for 
those paying for $50,000 during the 
period. 

The May edition of the company 
house organ will contain the speeches 
that would otherwise have been given at 
the convention. 


PACIFIC NATIONAL LIFE 


Pacific National Life has indefinitely 
postponed its annual agents convention 
which was to have been held Jan. 14-16. 
This action is allied with economic de- 
velopments of the war and changes made 
necessary in underwriting procedure. 
The home office plans throughout the 
year by bulletin, personal visits and plac- 
ing in the hands of representatives the 
best kind of agency material, to keep 
them currently informed and ‘otherwise 
assist in making 1942 their best life in- 
surance selling year, President C. R. 
Marcusen said. Winners in the qualifica- 
tion campaign will be paid amounts that 
the company would have spent had the 
convention been held. 


VOLUNTEER STATE LIFE 


Volunteer State Life announces can- 
cellation of its agency convention 
scheduled for San Antonio, Feb. 2-4. 
The management felt this action advis- 
able because of existing war conditions 
and the resulting need of restriction of 
civilian use of facilities in order to 
speed up production for defense. 

About 100 agents and their wives had 
expected to attend. 

In recognition of convention qualifi- 
cations each qualified agent has been 
awarded a defense bond for each quali- 
fication earned. 

Volunteer State Life awarded to each 


home office employe at Christmas a de- 
fense bond. 

Kentucky Home Mutual which had 
planned to hold its agency convention 
March 28 at Miami, has indefinitely post- 
poned the gathering because of the war 
situation. 

It has been decided by Illinois Bank- 
ers Life of Monmouth to dispense with 
its Leader’s Club convention this year, 
Instead, several regional conventions 
along educational lines will be held 
throughout the year. 


N. Y. Guaranty Fund 
Behind Postal Life 


(CONTINUED FROM PAGE 1) 


is an indication of the solidity and safety 
of the institution of life insurance and 
the useful purpose of the new law.” 

Postal National Life, an agency sub- 
sidiary of Postal Life, was purchased last 
year by Union Mutual Life. 

While the entire $1,500,000 has been 
paid in to the Guaranty Corporation it is 
entirely conceivable that the general real 
estate situation may improve so much 
that the contributing companies would 
receive back a large share of their assess- 
ments. Postal owns real estate having 
a book value of a little less than $4,000,- 
000, of which the home office building 
accounts for $2,250,000. However, the 
book value of all of these real estate 
assets is more than $1,000,000 in excess 
of the New York department’s ap- 
praisals. Even assuming excellent prog- 
ress on the insurance side and efficient 
management, it became apparent that it 
would take an unduly long time for 
profits from the insurance operations to 
make up the difference between book 
value and appraised value of the real 
estate assets. 

The home office building at 511 Fifth 
avenue, just above 42nd street has long 
been a millstone around the company’s 
neck because of the high book value at 
which it has been carried. Though the 
building is well kept up and has an ex- 

cellent occupancy ratio it has not been 
written down in value each year in keep- 
ing with actual real estate conditions, 
although $200,000 was written off in 
1940. 

The building is in a sense a heritage 
from the old Provident Savings Life, 
which Postal took over years ago. Prov- 
ident Savings has been so frequently 
pointed to as the horrible example of 
attempting to write nothing but annual 
renewable term insurance that few peo- 
ple recall that real estate investments 
were also a large factor in its final diffi- 
culties. The frozen real estate situation 
was aggravated by the specialization in 
annual renewable term insurance, for 
with advancing age the persisting pol- 
icyholders tended to be only those in 








poorer health, and liquid, not frozen 
assets, were needed. 
When Postal took over Provident 


Savings and embarked on a mail order 
plan of selling life insurance it acquired 
the Provident Savings home office build- 
ing which was in the downtown insur- 
ance district. However, the younger 
company, desiring an uptown location, 
traded the Provident Savings building 
for the structure at 511 Fifth avenue. 

Postal’s new business operations will 
continue very much as they have in the 
past, though it is understood that adver- 
tising will be on a more modest basis. 
All activities will be supervised by the 
New York department and by represen- 
tatives of the Guaranty Corporation be- 
cause of their stake in the outcome. 
While Postal’s properties have been 
managed very efficiently it is believed 
that there may be some advantage in 
having available for consultation real 
estate management experts of other 
companies. 

The Life Insurance Guaranty Corpo- 
ration’s board is composed of one rep- 
resentative of each legal reserve life 
company domiciled in New York state. 
The superintendent of insurance is 
chairman ex-officio. The executive com- 


Mutual Life Names 


Promotion Head 


NEW YORK—Mutual Life has ap- 
pointed Roger Bourland as director of 
sales promotion, 


effective immedi- 
ately. Mr. Bour- 
land has been 


the company since 
1936, and for the 
past year has been 
home office super- 
visor of its pre- 
mium budget plan. 

He has had a 
wide experience in 
sales promotion 
and _ advertising 
work, and a _ suc- 
cessful record as a 
field representa- 
tive. He began his business career in 
direct mail work for Dennison Manu- 
facturing Co., later became advertising 
manager of United States Shares Corp., 
and then was associated with Platt- 
Forbes, Inc., an advertising agency in 
New York City. For five years he 
served as the national advertising man- 
ager of the Lexington “Leader,” a 
daily newspaper in Lexington, Ky. 

Mr. Bourland joined Mutual Life as 
an agent in its Louisville office and 
qualified four years for the company’s 
National Field Club. He became dis- 
trict manager in central Kentucky and 
in 1940 became supervising assistant at 
the company’s Cincinnati agency. In 
1941 he went to the home office. In 
the past year he has tripled the volume 
of the company’s premium budget 
business. 


Occidental Makes DuMoe 
Regional Group Supervisor 


Occidental Life of California has 
transferred J. T. DuMoe from mid- 
western division manager to regional 
group supervisor. He will supervise 
from Chicago group operations in 
Minnesota, Iowa, Missouri, Illinois, In- 





Roger Bourland 





diana, Ohio, Pennsylvania and Mich- 
igan. 

Mr. DuMoe, a native of Minnesota, 
has been in life insurance 20 years, 


more than half of that time in group 
work, as solicitor, supervisor and de- 
partment manager. 

He‘ was an All-American end at 
Syracuse University in the early ’20s. 
He then became head coach at Ford- 
ham University for two years, follow- 
ing which he played two years of pro- 
fessional football. He joined the old 
Missouri State Life in 1924, serving as 
branch manager, supervisor and group 
manager for several midwestern com- 
panies and joining Occidental in 1937. 


Phil Hanna to Address 
Chicago Association 


Phil Hanna, nationally known business 
writer and business editor of the Chi- 
cago “Morning Sun,” will be the guest 
speaker Jan. 22 at a luncheon meeting 
of the Chicago Association of Life Un- 
derwriters. His subject will be “War 
May Also Be a Benefactor.” 

Walter N. Hiller, president, announced 
the opening session Jan. 24, of the 1942 
Sales Forum will be addressed by B. F. 
Bills, sales counsellor, on “How People 
uy. 











mittee is composed of Charles G. Taylor, 
Jr., ‘second vice-president Metropolitan 
Life, who is chairman; W. F. Cameron, 
vice-president and actuary Home Life 
of New York, vice-chairman; J. P. For- 
dyce, president Manhattan Life; William 
Macfarlane, vice-president and actuary 
New York Life; Sterling Pierson, 
counsel Equitable Society; and F. D. 
Russell, president Security Mutual Life. 
Assessments are levied on the basis of 
total admitted assets at the end of the 
year preceding the date of assessment. 











What is 


SP-8 


eee a new bomber? 


ae a submarine? 


Finca a secret service operator? 
NO! 


SP-8 is a letter—a Sales Promo- 
tion Letter we call it—which Bank- 
erslife Home Office mails to pros- 
pects selected by Bankerslifemen 
and which has a record for inquiries 
and signed applications which we 
think is worth doing a little crowing 
over. 


For instance, well take the 12 
months ending December Ist: 


We mailed 59,414 copies of 
SP-8 to prospects sent in by 
salesmen. 


We got back 1,159 inquiry 
cards which were sent along to 
salesmen. 


That's a return of 1.95 per 
cent! 


Bankerslifemen wrote 131 ap- 
plications on those inquiry 
cards. 


That's 11.3 per cent! 


Those 131 applications in- 
volved a total of $366,700 in 
life insurance. 


That's an average applica- 
tion of $2,800! 


Following up SP-8, Bankers- 
lifemen wrote 414 applications 
on recipients of the letter who 
did not bother to mail the in- 
quiry card. 


Those 414 applications total- 
ed $1,027,870. 


That's an average application 
of $2,475! 


Grand total for the year— 
545 applications for $1,394,570. 


That's an average application 
of $2,500! 


Year after year, since 1936, SP-8 
has been performing in similar man- 
ner for Bankerslifemen. 


And SP-8 is only one of more than 
two dozen Sales Promotion Letters 
and Sales Promotion Mailings which 
are available—without charge—to 
Bankers Life salesmen. 


Bankers /7f/e Company 
DES./MOINES 
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EDITORIAL 


COMMENT 





Education for Those Behind the Counter 


IN THE increasing emphasis that is 
being put on education for agents the 
value of including the agency office staffs 
should not be overlooked. Many of those 
who talk across the counter to inquiring 
policyholders are extremely well in- 
formed, The good which they do not 
only in answering specific questions but 
in creating a generally favorable attitude 
among the public could well be given 
more emphasis, 

As policyholders become more inter- 
ested in their life insurance problems 
they ask more complex questions and it 
adds considerably to their feeling of con- 
fidence in the institution of life insurance 
if the person they go to is able to give a 
correct and definite answer. This does 
not merely mean “yes” or “no” in an- 
swer to questions but the demonstration 
of a thorough understanding of the prob- 
lems involved and, where possible, con- 
structive suggestions that had not oc- 
curred to the inquirer. 

The inside worker in the agency has a 
uniquely advantageous position for the 
creation of good will. When a bewil- 


dered policyholder walks in with some 
question it is because there is some prob- 
lem about his life insurance which he 
cannot answer for himself and which he 
feels is important enough to warrant the 
time and trouble of making a personal 
visit to the agency. The agent, on the 
other hand, in talking to a prospect usu- 
ally has to convince the prospect that 
there is a problem. 

Consequently the member of the 
agency staff who handles the inquiry is 
going to elicit real gratitude and appreci- 
ation if he can send the policyholder out 
with not only an answer to what was 
bothering him but some new and con- 
structive slants on the whole question of 
life insurance coverage. Usually it is 
found that where educational efforts are 
extended to the agency clerical force the 
latter develops a real interest in helping 
inquiring policyholders with their prob- 
lems. It is much easier to be helpful 
when one knows the answers than when 
trying to conceal a lack of adequate 
knowledge. Also, those on the inside 
of the agency are eager to learn. 


U. S. Health Insurance as a Postscript 


Accident and health insurance people 
are profoundly interested in that pass- 
age in the President’s budget message in 
which he recommended an increase in 
the social security taxes and an expan- 
sion of the benefits to include payments 
for permanent and temporary disability 
and hospitalization. Even in these days 
when world shaking events and decisions 
are making the nation surprise-proof, 
this part of the President’s message 
nevertheless drew some deep gasps from 
insurance people in general and those in 
the accident and health field in partic- 
ular. 

It is assumed that legislation has al- 
ready been drawn to implement, as 
everyone is so fond of saying, the Presi- 
dent’s program and there will be the ut- 
most interest in what is actually pro- 
Until such legislation is intro- 
duced, the comment has to be general 
and it may be wide of the point. The 
President desires to have an increase in 
the social security payroll taxes, so as 
to reduce the spendable income of wage 
earners. That is the first consideration. 
Then, in order to justify the increase, the 
President stated that the employes 
should be shown something in the way 
of additional benefits. It is a case of 
putting into effect a national health in- 
surance scheme as an afterthought, as a 


posed. 


postscript to an anti-inflation measure. 
In a nation dazed by wartime develop- 
ments, it is a question whether the revo- 
lutionary implications of such a social- 
ized undertaking will be understood. 

The accident and health insurance in- 
terests will hold their fire until they see 
the exact terms that are proposed. Those 
in the business are resolute and will be 
heard from in a very positive way if 
there is brought forth a scheme that 
might threaten to extinguish or very 
greatly diminish accident and health in- 
surance as privately conducted. It will 
centainly be the leading topic of discus- 
sion at the mid-winter meeting of the 
Health & Accident Underwriters Con- 
ference in Chicago, Jan. 22. 

Entirely aside from the general prin- 
ciple of whether under our system of 
government the state should provide 
such benefits, there is a practical, admin- 
istrative consideration that an immense 
organization would have to be created to 
handle the claims. The present social se- 
curity benefits are payable in definite 
amounts upon the death of the person 
covered or upon his reaching age 65. 
There is an appalling amount of record 
keeping involved but that operation 
would be as nothing compared to having 
the U. S. government send a man around 
to check up on its citizens in their days 


of disease and injury. In our new war- 
time zeal we must nevertheless try to 
maintain our equilibrium and not accept 
uncritically every radical proposal that 
is put out in the wrappings of war. We 
can well remember the plunge to prohib- 
bition in the last war. 

We doubt very much whether the 
American people have been so condi- 
tioned even by wartime circumstances 
that they want the United States govern- 
ment at their bedsides in days of illness 
and injury. It is an incongruous rela- 
tionship and one that seems to us to be 
far from the American tradition but at 
least the issue should be faced squarely 
and the nation should not wake up to 
find itself in such a profoundly new situ- 
ation merely because the government 
wants to give its people something extra 
for their tax money. 

From a strictly commercial standpoint, 
the private insurance interests won’t be 
able to appraise the effect upon their line 
of the proposal until the legislation is 
brought out. Thinking completely in the 
dark, however, any such scheme would 


seem to bode no good for private group 
insurance, for weekly premium business 
and for hospital associations. It is true 
that the social security program, in its 
life insurance aspects, seems really to 
have stimulated the sale of life insur- 
ance, because it enabled persons of small 
income to work out a fairly adequate 
program by combining the federal bene- 
fits and provide life insurance, But in 
accident insurance, a person who owns 
a policy is very likely to consider him- 
self covered, even if it is a very limited 
contract, whereas in life insurance one 
policy merely leads to another. Of course 
the issue won’t be decided on the 
grounds of whether the scheme is good 
or bad for private insurance, but if it is 
menacing to private insurance, there will 
be a body of critics focusing immedi- 
ately on the problem and engendering 
the fullest kind of public discussion. It 
is most important that there be such dis- 
cussion and that we don’t accept some- 
thing of the magnitude and of the revo- 
lutionary implications of national! health 
insurance sight unseen. 








PERSONAL SIDE OF THE BUSINESS — 





O. D. Douglas, San Antonio, manager 
Lincoln National Life, after attending 
the general agency convention at Edge- 
water Gulf, Miss., this week, will travel 
on to Miami where he and Mrs. Doug- 
las will spend the rest of the winter. 
Mr. Douglas suffered a heart attack in 
July, was obliged to spend three months 
in bed and since then has been a part 
day man at his office. 

H. G. Kenagy, superintendent of 
agencies, and B. C. Thurman, assistant 
superintendent of agencies, Mutual Ben- 
efit Life, are on extended agency trips. 
Mr. Kenagy started Jan. 9 on a trip 
which takes him to Buffalo, Detroit, 
St. Louis. Cincinnati, Des Moines and 
Denver. Mr. Thurman conducted an 
Analagraph “refresher course’ in Los 
Angeles and will end his trip Feb. 9 at 
Chicago. He plans to visit San Fran- 
ciso, Portland, Seattle, Spokane, Salt 
Lake City, Denver and Minneapolis. 

F. G. Glanville, assistant manager of 
farm loans of Northwestern Mutual 
Life, has been named on the Milwaukee 
alien enemy hearing board. 

Earl V. Deane, agency director of the 
Independence branch of New York Life 
in Philadelphia, celebrated Jan. 15 his 
50th anniversary with that company. He 
was tendered by his associates a dinner 
which was attended by a number of Mr. 
Deane’s personal friends, business con- 
temporaries, home office officials and the 
agency men of the Atlantic department, 
of which the Independence branch is a 
part. 

Vice-president L. Seton Lindsay rep- 
resented the home office, presenting Mr. 
Deane a diamond medallion for 50 years’ 
service. 

Mr. Deane began with New York Life 
as office boy in the Denver branch Jan. 
15, 1892. He was born in Denver Aug, 
13, 1878, the son of a mining engineer. 
He was transferred to the Altoona 


branch as cashier in 1899, and became 
cashier of the Pittsburgh Clearing House 
branch in 1900, then cashier of the 
Philadelphia Clearing House in 1902. 

In 1906 he was appointed agency or- 
ganizer and later agency director of the 
Philadelphia Keystone branch in 1908. In 
1915 he was appointed agency director of 
Independence branch. 

Roy A. Lathrop, Minneapolis general 
agent of State Mutual Life, has been 
elected president of Minnesota Com- 
mercial Men’s, writing accident and 
health. Paul Clement was reelected sec- 
retary and general manager. 

W. Lee Baldwin, president of Security 
Life & Accident of Denver, has been 
confined to the hospital for the past two 
weeks with painful sacro-iliac trouble. 

number of life insurance policy- 
holders in the past have lived to age 
96 and matured their contracts for the 
face amount in cash, but Gen. J. F. How- 
ell, Bristol, Va., probably is the first to 
join this select club while still at his 
advanced age being in the insurance 
business. Saturday, Jan. 17, General 
Howell will be 96. He is probably 
America’s oldest insurance agent and 
still is busy selling insurance to resi- 
dents of Bristol and its vicinity. He 
represents Travelers and has represented 
it since 1923. 

General Howell is commander-in-chief 
of the United Confederate Veterans. He 
is in good health, although last winter 
he suffered a period of illness. 

Henry S. Stout, general agent John 
Hancock Mutual Life, Dayton, O., has 
been appointed chairman of the public 
and traffic safety department of the Day- 
ton Safety Council. 

Lieut. Erskine W. Wells, U. S. marine 
corps, son of Maj. W. Calvin Wells, 
vice-president and general counsel of 
Lamar Life, was married to Miss Nell 
Upshur, whose father is editor of the 
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“Say, A. J., is the war risk exclusion clause applicable when the insured gets hit by 


a toy cannon?” 


Greenwood, Miss., “Commonwealth.” 
The bride was in her senior year at the 
University of Mississippi of which Lieut. 
Wells is also a graduate. 

J. R. Hardin, president of Mutual 
Benefit Life, was reelected president of 
the Essex Club of Newark for the 39th 
time. There have been only three presi- 
dents since the club was organized in 
1876. 

Joseph M. Gantz, Cincinnati general 
agent of Pacific Mutual Life, led all 
agencies of the company for new busi- 
ness in 1941, 

Miss Ann Brooks, who served as ex- 
ecutive secretary of Qualified Life Un- 
derwriters of Detroit in 1940-41, has 


been appointed secretary to W. M. 
Milligan, newly appointed downtown 
Detroit branch manager of Manufactur- 
ers Life. 


Bolling Sibley, Penn Mutual associate 
general agent at Memphis, has been ap- 
pointed a member of the alien enemy 
hearing board there. 

Charles E. Becker, Jr., son of the 
president of Franklin Life, who gradu- 
ated from Hill School, Pottstown, Pa., 
has entered the employ of the company 
and will get experience in various depart- 
ments. He has taken a course at North- 
western University. He is starting in 
the actuarial department. He attended 
the agency convention at Monterrey, 
Mex., last week. 

Anson W. Perkins, agent of the New 
York Life at Kenosha, Wis., who was a 
member of Commander Byrd's first Ant- 
arctic expedition, 1928-1930, will tell 
some of his experiences on the south 
pole trip at the annual meeting of the 
Milwaukee Board of Casualty & Surety 
Underwriters, Jan. 22. He holds the 
gold Congressional medal for exploring 
service, 

A portrait bust of Lewis W. Douglas, 
president of Mutual Life, is included in 
the annual exhibition of the National 
Association of Women Artists at the 
American Fine Arts Galleries in New 
York. The bust was executed by Su- 
zanne Silvercruys, sculptor. 


In recognition of his 25th anniver- 
sary, General Agent L. D. Day of Mu- 
tual Benefit Life in Newark was 
tendered a dinner at which President 
J. R. Hardin presented him a scroll. 
E. E. Rhodes, Oliver Thurman and J. 


S. Thompson, vice-presidents, and H. 
G. Kenagy, superintendent of agencies, 
made brief talks. Mr. Day became gen- 
eral agent in 1917, in partnership with 
the late R. B. Cornish. The agency 
has more than $107,000,000 of life in- 
surance in force in New Jersey. 





DEATHS 





Former Medical Director 
Dies at Age of 85 

Dr. Charles H. Willits, former medi- 
cal director of Provident Mutual Life, 
who died of heart failure at his home in 
Cocoanut Grove, Fla., was buried in Ivy 





DR. CHARLES H. WILLITS 


Hill Cemetery, in Philadelphia, Execu- 
tives of the company served as his pall- 
bearers. 

Dr. Willits was nearly 85 years of age. 
He was born in Philadelphia, and was a 
graduate of the class of 1877 at the Uni- 
versity of Pennsylvania and the class of 
1879 of the Pennsylvania Medical 
School. He engaged in private practice 
in Philadelphia for 22 years before he 
entered the services of Provident Mu- 
tual. He was elected medical director in 
1903 and served actively until ill health 
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necessitated spending most of his time 
in Florida. 

Walter E. Messner, 35, for the last 
four years assistant superintendent of 
Prudential in Milwaukee, died at his 
home after a long illness. He went to 
Milwaukee 25 years ago from Houghton, 
Mich 

C. L. Conger, 47, former Michigan 
state supervisor for Continental Assur- 
ance, died in Grand Rapids after several 
years of invalidism. Mr. Conger had 
gone with Continental in 1928 from 
Aetna Life, having been with the lat- 
ter company from the time of his re- 
turn to Grand Rapids after serving as 
an aviator in the first world war. 

The late B. A. Page, who was vice- 
president in charge of accident and 
health of Travelers, left an estate of 
$237,306, according to a document ad- 
mitted to probate in Hartford. The es- 
tate included 150 shares of Travelers 
stock noted at $60,300 and there were 
five Travelers insurance policies totaling 
$45,000. 

W. N. Jenkins, 73, 
of Metropolitan Life, Memphis, Tenn., 
died following a two-year illness. He 
was with Metropolitan 40 years before 
his retirement, 

E. W. Lee, 78, manager of the New 
York district office No. 3 of John Han- 
cock Mutual until his retirement in 1937, 
died Jan. 10 at New Rochelle Hospital. 
When he retired he had been with the 
company 54 years. 


retired supervisor 





CL. 


Judge Stresses Value of 


Life Insurance 


PHILADELPHIA—Out of years 
of experience in the orphans court, 
Judge Klein told the Philadelphia C. 
L. U. chapter that eight out of 10 es- 
tates are composed principally of life 
insurance. This makes it imperative 
that the agent understand estate distri- 
bution. 

The problem of properly distributing 
life insurance is at least equal to, if not 
more important than the problem of dis- 
tributing real and personal property, he 
said. However, the underwriter should 
be familiar with both fields, and in prop- 
erly handling the distribution problems 
of a client, should work closely with the 
attorney and tax accountant or trust 
company. 

Recently 





a very able agent surveyed 
the judge’s life insurance and brought 
back able recommendations for its dis- 
tribution, but did not even bring up the 
subject of real and personal property and 
its disposition under the will, he said. 





McGuire Is Columbus Speaker 


Francis P. McGuire, Hartford attor- 
ney, who is in charge of preparation of 
settlement plans for Connecticut Gen- 
eral Lite, addressed the Columbus, O.., 
C. L. U. on “The Use and Misuse of 
Settlement Agreements.” 





Start Newark Course Feb. 2 


NEWARK —The spring C. L. U. 


classes, which are being sponsored by 
the Life Underwriters Association of 
Northern New Jersey, will start the 


week of Feb. 2. The courses offered are 
Part B, economics, government and 
sociology; Part C, commercial law, wills, 
trusts, estates and taxation; Part E, 
sales and sales psychology. Parts C and 
E have been very popular in the past for 
those who have taken single C. L. U. 
courses and do not intend to take the ex- 
aminations. The material offered has 
been found quite practical when used in 
the field. 





George H. Page, general agent Cali- 
fornia-\Western States Life, Los An- 
geles, has been elected vice-president of 
the California Safety Council. 


NEWS OF THE COMPANIES — 





National Life 
Statement Makes 
Splendid Reading 


One of the first companies to complete 
its financial statement for 1941 is Na- 
tional Life of Vermont. During 1941 it 
enjoyed the largest increase in insurance 
in force since 1929, The gain was $25,- 
068,079 or 4.36 per cent, and there is 
now in force $600,130,230 

Sales of new life insurance amounted 
to $53, 806,225, or 19.42 percent greater 
than in 1940. Assets increased $11,567,- 
100, to a total of $238,241,779. Net in- 
terest earned was 3.61 percent, compar- 
ing favorably with 3.69 percent in 1940. 

The market value of the bond invest- 
ments, as of Dec. 31, was 7.28 percent, 
or $4,781,220 above the book value of 
$65,658,795. No bond interest was past 
due; $16,000 principal was past due on 
one municipal issue and through legal 
proceedings an appropriate judgment has 
been obtained against the debtor. 


Surplus Rises $266,000 


It has been possible to add $266,033 to 
surplus after increasing reserves and sur- 
plus is now $11,743,776, including a $2,- 
000,000 contingency fund set aside a 
few years ago and never touched. 

National Life, which was one of the 
first insurance companies to invest heav- 
ily in FHA loans, is reported by Presi- 
dent Brigham as having a highly suc- 
cessful experience with them. The 
mortgage loan investment, including 
both the FHA and other types of mort- 
gages, is $122,949,124, and of this sum 
61.63 percent of the loans are now in- 
sured by the FHA. 

The preferred stocks, all of which are 
cumulative as to dividends, had a market 
value of $6,756,984 or $197,350 in excess 
of cost. The real estate account has 
been reduced by 12.5 percent during the 
year, and interest of 1.99 percent was 
earned net on real estate owned by the 
company. 

Reserves -on 184,871 insurance con- 
tracts amount to $147,407,602. This is 
an increase of $6,207,940 for the year. 
Annuity contracts numbering 14,849 at 
the end of the year represent an ‘annual 
income to annuitants of $6,460,104, and 


the reserves on the annuity accounts 
were increased during the year to a total 
of $43,597,748. 

Reserves for disability and double in- 
demnity amount to $3,929,284; and re- 
serves on supplementary contracts, 
$16,661,677. 

The sum paid to policyholders and 
beneficiaries in 1941 was $17,769,795, in- 
cluding dividends of $3,885,122. 

Total income was $38,274,773 and total 
disbursements $26,892,490. 





Report in Examination of 
Prudence Life of Chicago 


The Illinois department has issued a 
report on the examination of Prudence 
Life of Chicago as of Aug. 31, 1941, 
showing assets $41,596 and unassigned 
funds $12,709. This concern which was 
started in 1937 by Alfred Holzman as 
an assessment legal reserve life com- 
pany has principally been selling acci- 
dent and health and hospitalization busi- 
ness. Its premiums for the first eight 
months of 1941 in the casualty depart- 
ment were $131,922 and payments to 
policyholders $46,961. Casualty com- 
missions paid were $27,723 and cost of 
operation $79,239. 

The examiners state that Prudence 
Life had an exceptionally rapid growth 
of premium income but during the first 
years of operation heavy administrative 
agency costs retarded accumulation of 
surplus and surplus contributions had 
to be got. Prudence Life has reduced 
expenses in the last two years, follow- 
ing the greatly increased premium vol- 
ume. During 1938-39 claim ratios were 
lower but in 1940 and ’41 there have 
been substantial increases in losses and 
if this trend continues, according to the 
examiners, there must be continued 
economies effected in operating costs. 

Insurance Director Jones states that 
Prudence Life has made interest pay- 
ments on guarantee fund certificates 
contrary to the provisions of the Illinois 
code and that this must be stopped. The 
examiners state ,that President Holz- 
man’s salary payments should be made 
in definite weekly, bi-monthly or month- 
ly installments. It has not been paid 
periodically in definite uniform amounts. 

The company was getting business 
from about 200 agents but there were 
no written agency contracts. According 
to the management agents get the first 





American Mutual Agency Men Advanced 














MERRILL, JR. 


Bert R. Merrill, Jr., who was named 
agency supervisor at the head office of 
American Mutual Life in Des Moines, 
heretofore has been agency secretary and 
he has been in the life insurance busi- 
ness in Des Moines since 1935. Kenneth 
C. Klein, who becomes agency secretary, 











K. C. KLEIN 
succeeding Mr. Merrill, formerly was 
traveling auditor. He has been with 


American Mutual Life since 1923. 


month’s premium on life insurance and 
a policy fee in a total amount not to 
exceed $5. Renewal life commissions 
arise from a contract entered into in 
1937 between Prudence Life and the late 
Darby A. Day covering the rewriting 
of Lawyers Mutual Benefit. 

On health and accident the agent re- 
tains the first month’s premium or $5, 
whichever is greater and receives a re- 
newal commission of 10 percent. There 
were outstanding guarantee fund certifi- 
cates totaling $26,500. which had been 
issued to President Holzman and had 
been assigned by him to Clara E. Holz- 
man, C. E. Holzman, Sylvia Marx and 
Burt W. Marx. It provided for 7 per- 
cent cumulative interest and total inter- 
est payments of $1,365 had been paid. 


Would Take Over Neb. Company 


LINCOLN, NEB.—Insurance Direc- 
tor Fraizer has asked the district court 
here for an order naming him con- 
servator for the National Progressive 
Life, originally of Omaha, but which 
has had headquarters in Lincoln for 
the last three months. Mr. Fraizer says 
the company is impaired to the extent 
of $14,177, and is insolvent; that for sev- 
eral months efforts have been made to 
induce the investment of additional 
money but that these have failed. Di- 
rectors were given to Jan. 23 to show 
cause why the petition should not be 
granted. 

It was organized in 1928 as a mutual 


legal reserve company but has out- 
standing only $270,000 insurance in 
force. 





Liberty Life Change Explained 


In connection with the merger of Lib- 
erty Life and Southeastern Life of 
Greenville, S. C., the charter of the old 
Liberty Life was amended by changing 
its name to Surety Life. 

Surety Life, however, will not be ac- 
tive in the insurance field. This has no 
effect on the plans of operation of the 
new Liberty Life, formerly Southeastern 
Life. There are certain assets of the old 
Liberty Life which are not transferred 
to the new Liberty Life and there are 
certain liabilities of the old Liberty Life 
which are not assumed by the new Lib- 
erty Life, so that the corporate struc- 
ture of the old Liberty Life is not 
changed except that its name is changed 
to Surety Life after the transfer to the 
new Liberty Life of the business which 
is consolidated. The officers of Liberty 
Life are the same officers as have served 
Southeastern Life and the old Liberty 
Life. 





Great American Progress 


The ordinary business of Great Amer- 
ican Life of San Antonio was taken over 
by Franklin Life, leaving only the indus- 
trial. — Great American is forg- 
ing ahead. It show ed $1,000,000 increase 
in ordinary last vear and a total increase 
of $6,000,000. It gained in premiums 
$166,000 and its debit increase was $3,- 
200. Earl Pollard, vice-president and 
manager, is the operating officer while D. 
Leon Harp, former state senator and 
former member of the Texas securities 
commission, is president. 

Great American operates only in 
Texas. It has but four industrial dis- 
tricts but its 160 agents are strong on 
production, 


Offers Defense Bond Plan 


Franklin Life has extended to em- 
ployes the privilege of payroll allotment 
for the purpose of buying defense bonds. 
A special trust fund will be accumulated 
for the purpose of buying bonds in de- 
sired denominations. Participation is 
voluntary, 





Move Against National Assurance 


LINCOLN, NEB.—Insurance Direc- 
tor Fraizer has asked the district court 
to name him conservator for National 
Assurance of Lincoln, of which George 
L. Waters has been president and man- 
ager. Mr.. Waters operated National 
Accident for a number of years, but 
some years ago organized the present 
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company so as to enter the life field. 
This proved unprofitable, and in recent 
years it has been operated as stock ac- 
cident and health company. 

Mr. Fraizer said National Assurance 
has not been active in transaction of new 
insurance business for over a year, and 
that its present condition is not due to 
any recent happenings but rather to the 
economic situation in past years. 





War Department Gets Home Office 


ST. LOUIS—The St. Louis ordnance 
district of the war department is con- 
cluding lease negotiations with Mutual 
Savings Life for use of its home office 
building on Lindell boulevard. The 
ordnance district offices will be moved 
there from the federal building within 
the next few weeks. 

Offices of the insurance company, 
which reinsured the old Central States 
Life, will be moved to the former home 
office building of Central States on 
Washington boulevard which has been 
vacant for some years. 


North American Life & Casualty has 


declared a dividend of 6 percent to 
stockholders. 


~ COMPANY MEN 











C. M. Howell, Jr., 
Takes Father's Post 


Charles M. Howell, Jr., has been 
elected president and general counsel of 
Pyramid Life of Kansas City. He takes 
the place that was left vacant by the 
death of his father on Dec. 14 at Balti- 
more. Mr. Howell, Jr., had been asso- 
ciated with his father in the practice of 
law. He is 35 years old, a graduate of 
Yale and Yale law school. He has had 
considerable experience in insurance 
law. 





Metropolitan Names 
Maynard Field Management 


Supervisor in Home Office 


BUFFALO A. Rogers Maynard, 
who has been manager of the com- 
pany’s Lake Erie office in Buffalo for 
the last three years, has been named 
supervisor of field management of Met- 





ropolitan Life at the home office, a 
newly created position. He is suc- 
ceeded here by Clifton E. Reynolds, 


from the home office. He will assist 
Second Vice-president C. J. North. 

Mr. Maynard has been president of 
the Buffalo Life Underwriters Associa- 
tion and is succeeded in that position 
by Jack Castle, first vice-president. 
Cyrus Falconer has been elected a di- 
rector of the association to fill Mr. 
Maynard’s unexpired term. He also 
has been active in the Life Managers 
Association and is a former treasurer 
of that group. 


L. H. Engstrom to Head 
Office of Bankers Mutual 


Leonard H. Engstrom, who has been 
Michigan state manager for Bankers 
Mutual Life of Freeport, Ill. for the past 
six years, has now been elected vice- 
president and will be stationed at the 
home office. He has been in the insur- 
ance business 18 years. Before going 
with Bankers Mutual Life he was with 
Travelers and also with Aetna Life. 

The new Michigan manager is Rus- 
sell S. Haight, who has been operating 
a general insurance agency at Holland, 
Mich,, for the past six years. Previous 
to that he was district manager for Man- 
ufacturers Life. 

The office of secretary at the home 
office has been filled by the election of 
G. C. French, who has been actuary for 
the past five years. He will continue 
as actuary. 

These changes were made as a result 





of the recent death of M. V. Peasley, 
who was vice-president and secretary. 

D. W. Frisbie, proprietor of the Fris- 
bie agency and president of Detroit Mu- 
tual Automobile, has been appointed 
general agent for Bankers Mutual in 
Detroit. He will occupy the company’s 
present offices in the Majestic building, 
where Mr. Haight will also make his 
headquarters. Plans are under way for 
extensive development in the state, with 
the appointment of general agents in 
outstate cities under Mr. Haight’s su- 
pervision. 


Gallagher to Mutual Life 
as Investment Scout 


Mutual Life has appointed George B. 
Gallagher to the staff of the financial de- 
partment'to assist in contact work with 
investment dealers regarding the offer- 
ings of securities and general market 
matters. Since 1938, he has been associ- 
ated with the Union Securities Corpora- 
tion in both New York and Philadelphia. 
He started with Brown Brothers & Co. 
in 1923. He has also seen service with 
Bancamerica-Blair Corp., National City 
Company, Brown, Harriman & Co. and 
Kidder Peabody & Co. 








Guernsey Becomes Active 
Officer of Gulf Life 


S. Kendrick Guernsey, who is in the 
real estate and investment business at 
Orlando, Fla., has been called to the 
head office of Gulf Life of Jacksonville 
to become an active officer. He has 
held the title of vice-president but has 
not been active in company affairs, 
except as a director and member of the 
finance committee. His services are 
called for due to the fact that General 
Sumter L. Lowry, chairman of Gulf 
Life, is now in active servicé as com- 
mander of artillery in the southeast. 





Woodroof Bond Manager 


Union Life of Richmond, Va., has 
appointed C. E. Woodroof manager of 
its bond department. He is a native 
of Lynchburg, Va., who has been en- 
gaged in the banking and investment 
business in New York, Washington and 
Richmond. J. M. Miller, III, vice-presi- 
dent, who was bond department man- 
ager, died recently. 


COAST 


Anderson Heads Quarter 
Million Round Table 


SAN FRANCISCO—Homer E. An- 
derson, New York Life, has _ been 
elected chairman of the San Francisco 
Quarter Million Round Table, with 
Gordon Coryell, Mutual Life, vice- 
chairman and Roger H. Coffee, New 
York Life, secretary-treasurer. 

Mr. Anderson succeeds H. N. Lyon, 
leading producer of Fidelity Mutual 
Life, who is now a captain in the ma- 
rines. Mr. Anderson was _ vice-chair- 
man in 1941. He has been a member 
of the Quarter Million Round Table 
four years. Both Mr. Coryell and Mr. 
Coffee have qualified three consecutive 
years for membership. 

Those who desire to qualify for 
membership this year have until Feb. 1 
to file their statements of qualifications 
and in view of the large volume of busi- 
ness paid for in San Francisco the last 
months of 1941 it is expected that the 
membership will reach a new high. 


Sells $300,000 in First Year 


In his first year in the business 
James Mattox of the Oakland, Cal., 
agency of Equitable of Iowa qualified 
for the Quarter Million Round Table 
and won trips to five meetings in vari- 
ous parts of the country, including the 
recent convention of the National As- 
sociation of Life Underwriters in Cin- 
cinnati. His total paid business in his 
first year exceeded $300,000, according 
to H. R. Breakenridge, general agent, 
who started him in the business. 


Honor Mutual Life Officials 


SEATTLE—Joseph P. Mulder, Seat- 
tle manager Mutual Life of New York 
gZave a special luncheon in honor of 
J. Roger Hull, vice-president and 
manager of agencies of Mutual Life, and 
Julian S. Myrick, second vice-president. 
Some 35 agents from western Washing- 
ton, who qualified in production records 
for 1941, attended. 

Frank H. Taylor, Tacoma, was pre- 
sented the leading producer award. 
Other trophies went to B. E. Williams, 
W. E. Sanders and H. L. Wickstrand 
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of Seattle and P. P. Schiffbauer of Ta- 
coma. The agency’s new business in 
December was the heaviest in its 51-year 
history. 





Harde Advanced to Auditor 


Henry W. Harde, Metropolitan Life 
cashier in Portland, Ore. has been 
named auditor covering Colorado, Idaho, 
Utah and Montana with headquarters in 
Denver. Richard M. Stavseth, who has 
been with Metropolitan for four years, 
will succeed Mr. Harde. 








Keystoners Hear About Layouts 


Elements of layout were explained and 
demonstrated at a meeting of the Key- 
stone Group of the Life Insurance Ad- 
vertisers Association in Philadelphia by 
three members of the creative staff of N. 
W. Ayer & Son, They were: Leo Lionni 
and Leon Karp, art directors, and Al 
Harris, account executive. They traced 
the process from rough idea to finished 
advertisement, illustrating by sketches. 
Carroll Frey, Penn Mutual Life, the new 
chairman, presided. 





New Association in Wichita 


WICHITA, KAN.—The Wichita As- 
sociation of Accident & Health Under- 
writers, to be affiliated with the National 
association, which meets in Kansas City 
Jan. 26-28, was formed at an organiza- 
tion meeting here with Bert A. Hedges, 
3usiness Men’s Assurance, as temporary 
chairman. The organization committee 
appointed includes W. E. Moore, Pacific 
Mutual Life; J. L. Rader, Harris, Burns 
& Co.; C. Ray Tyler, Commercial Cas- 
ualty; J. E. Moddrell, Travelers, and 
Mr. Hedges. The committee met Jan. 
6 to approve a prospective membership 
list and set a date for the charter meet- 
ing. This will be the first accident and 
health organization in Kansas and mem- 
bership may be extended to Hutchinson 
and other nearby cities. Nine companies 
were represented at the organization 
meeting, 








. .- A real opportunity 
for the right man to qual- 
ify for a general agency 
contract with 


CENTRAL LIFE of ILLINOIS 


INVESTIGATE 
TODAY! 


Lentral Life 


INSURANCE COMPANY 


of Illinais 


PRESIDENT 
CHICAGO 


ALFRED MacARTHUR, 
211 WEST WACKER DRIVE, 














aeasenesnnteaiene UNEEERWVRITER 


LIFE AGENCY CHANGES 





Great-West Names 
Three Supervisors 


Great-West Life has appointed new 
group supervisors in the Chicago and 
Detroit branches. John A. Churchman 
succeeded Gordon Cantelon as group 
supervisor at Chicago, Mr. Cantelon was 
transferred to the head office. Judson 
Bradway, Jr., will be the first group 
supervisor appointed to the Detroit 
branch. 

Mr. Bradway was graduated from 
Yale, where he majored in economics. 
He was born in Detroit and has been 
in business there since 1935. Mr. 
Churchman has been active in various 
insurance fields in Chicago and New 
York. He is a native of Indianapolis 
and a graduate of Purdue. 

Stewart N. Loud was named super- 
visor in the Detroit branch. A graduate 
of Yale, where he received the B. S. 
degree in industrial engineering and ad- 
ministration, Mr. Loud has had an 





outstanding record since joining the 
company. He isamember of the 
President’s Club. 
Mims and McGehee Are 
Shifted by Metropolitan 
Herbert E, Mims, Greenville, S. C., 
manager Metropolitan Life, has been 
transferred to Columbia, S. C., to suc- 
ceed James R. Roseberry, retired. 
John W. McGehee, Florence, S. C., 


manager, has been transferred to Green- 
ville to succeed Mr. Mims. 

‘Tn 1922 Mr. Mims joined Metropolitan 
Life as an agent in Charlotte, N. C. He 
was advanced to assistant manager and 
in 1933 he was appointed a manager at 
Greenville. 

“Mr. McGehee joined Metropolitan 
Life in 1930 as an agent in Birmingham, 
Ala. Within three years, he earned an 
assistant managership, and in 1938 he 
Was appointed a manager with Florence. 


Two Franklin Life Men 
Promoted in Field Work 


J. V..Whaley of Dallas, field represen- 
tative, goes to the home office as assist- 
ant agency manager working with Vice- 
president W. L. Dugger. When the 
latter made the announcement at the 
southern division convention, Mr. 
Whaley received a genuine ovation. 

Douglas McLain, who has been man- 
ager of Franklin Life in the home office 





‘sition in Dallas. 





Joins Hays & Bradstreet 
Agency in Los Angeles 





LOS ANGELES—George P. Quig- 
ley, president of the Los Angeles Quar- 
ter Million Dollar 
Round Table, has 
joined the Hays & 
3radstreet agency 
of New England 
Mutual Life. He 
entered life insur- 
ance with Fidelity 
Mutual Life in 1935 
and has beena 
member of that 
company’s “leaders 
group” since enter- 
ing the_ business, 
For several years 
has been its 
agent in 





G. P. Quigley he | 
leading 

southern California, both as to volume of 
business and persistency of business in 


force. He specializes in business insur- 
ance and pension trusts. 

He is a member of the Trust Coun- 
cil committee of the Los Angeles Life 
Underwriters Association and has al- 
ae taken an active part in association 
affairs. 


at Springfield, Ill., has now been named 
home office representative in field work 
and will operate in the central northern 
states. He was formerly an agent of 
Northwestern Mutual in Springfield, 
where he operated very successfully. Mr, 
and Mrs. McLain took a prominent part 
in the Franklin Life convention last week 
at Monterrey, Mex., and San Antonio. 

In addition to a manager in Spring- 


field, Franklin Life has two general 
agents—C. A. Kloppenberg and E. H. 
Redlich. 





Travelers Names Several 
Officials in Branches 


L, C. Withers, Jr., has been promoted 
by Travelers to assistant manager of the 
life department in the Charlotte, N. C., 
branch office. J. S. Holbrook becomes 
assistant manager in the Milwaukee 
branch. 

Mr. Withers, a native of Charlotte, 
was employed by the DuPont Company 
at Richmond before going to the Travel- 
ers as field assistant at Charlotte in 1937, 

Mr. Holbrook was educated in Har- 
vard and University of North Carolina. 
Prior to becoming a field assistant after 
graduation from the home office school 
for agents in 1938, he was advertising 
manager for the “Wisconsin Architect.” 

kK. R. Dulany, assistant manager of the 
life department in the Fort Worth 
branch, was transferred to the same po- 
He joined the Travel- 
ers in 1930 as a field assistant. 

H. Q. Lowe becomes field assistant in 
the branch office at Indianapolis. He 
attended Purdue University, and prior to 
joining Travelers as an agent in 1941 
was employed by the Federal Electric 
Company, Chicago, in a sales capacity in 
Indianapolis. 





Pruett Is Partner of Parker 


J. M. Pruett has been taken into 
partnership by W. R. Parker, general 
agent of Republic National Life in the 
Corpus Christi territory, and the name 
now is the Parker-Pruett Agency. Mr. 
Pruett is a veteran underwriter, and 
was formerly associated with Theo. P. 





Beasley, president of Republic National, 
in Missouri. 


John Hancock Makes Shifts 
in New England Area 


Thomas A. Jennings, formerly field 
supervisor in the eastern New England 
territory for John Hancock Mutual, 
has been made regional manager of 
southern New England, a new territory 
including all districts in Connecticut 
and Rhode Island. 

Regional Manager H. C. Wadman 1s 
in charge of the northern New Eng- 
land region, which includes districts in 
Massachusetts, New Hampshire, Maine 
and Vermont. 

Lucien B. Robey, formerly assistant 
manager at Baltimore 1, has been made 
field supervisor in the southeastern ter- 
ritory. 








Great Lakes Life Expands 


Lloyd Hammerbeck has been ap- 
pointed general agent at Akron, O., for 
Great Lakes Life of Cleveland with 
headquarters in the Central Tower. He 
will have ‘’urisdiction in Summit, Stark, 
Wayne, Mahoning and Medina counties. 
He has been a representative of Peoples 
Life of Indiana and has been in the life 
insurance business for many years. He 
has also been a solicitor for the Wood- 
ruff-Wells Company, insurance agency. 





Metropolitan Transfers Men 


G. J. Michaels, manager of the Fresno, 
Cal., district office of Metropolitan, was 
transferred to the Huntington Park 
office. C. H. Dobbins, Oakland, was 
sent to Fresno as manager. Mr. 
Michaels has been with the company 15 
years, starting in Rochester, N. Y., and 
going to California in 1927. He was for 
two years traveling assistant out of San 
Francisco and in 1930 went to Oakland. 
R. A. Tennant, manager at Huntington 
Park, was transferred to Oakland. 





Quits Post in Agency 

Charles W. Phillips has resigned as 
vice-president of Atlantic Agency, gen- 
eral agent in Richmond of Atlantic Life. 
He had been an officer of the agency 
since 1929 when it was organized. He 
had been previously at the home office 
an equal length of time. Mr. Phillips, 





Canada Life Montreal Promotions 








JOHN P. 


WRIGHT 


Canada Life has promoted two mem- 
bers of its Montreal organization, 
which is under the management of V. 


R. F. Macdonald. 


John P. Wright, a branch supervisor 
since 1939, has been named district 
manager at Montreal. Mr. Wright 
joined Canada Life in 1934 and has 
been a consistent member of its pro- 
duction clubs. He has in excess of 





J. F. PORTEOUS 


$1,000,000 in force on the books of 


Canada Life. 

John F. Porteous has been appointed 
a branch supervisor at Montreal to suc- 
ceed Mr. Wright. He will be associ- 
ated with Hugh Farquharson, who re- 
ceived a similar promotion last July. 
Mr. Porteous joined Canada Life in 
1937 and earned production club mem- 
bership in his first year. 


esol 16, 1942 





Gain manic in 
E. A. Woods Organization 








L. Feldman 


W. J. Cummins R. 


J. Cummins, who has been ap- 
vile agency superintendent and head 
of the agency department of the E, A. 
Woods Company, Equitable Society, 
Pittsburgh, has been with the agency 
since 1919 and heretofore has been in 
charge of recruiting activities. He iS 
vice-president of the Pennsylvania State 
Life Underwriters Association and he is 
a director of the Pittsburgh Chamber of 
Commerce. 

Robert L. Feldman, who becomes as- 
sistant agency superintendent of the 
Woods company, has been with the 
agency since 1926 and has been in charge 
of the estate analysis and program and 
the advanced underwriting departments. 








while no longer an officer of the agency, 
still holds a solicitor’s contract with it. 
President of the agency is Angus O. 
Swink, a former president of the com- 
pany. 





Smith Assistant to Chipman 


V. C. Smith of the H. A. Chipman 
agency of Equitable Society in Colum- 
bus, O., has been made assistant agency 
manager. He will have supervision of 
the Columbus city organization. He was 
president of the Life Underwriters of 
Columbus in 1939-40. 





Spear Gallipolis General Agent 


The Ohio State Life has appointed 
E. S. Spear of Gallipolis general agent 
in southeastern Ohio. He has been a 
special agent in that territory nine years. 
For several years prior he was with the 
accounting and mortgage loan depart- 
ment at the home office. 





Rogers Named State Manager 


After three years with Northwestern 
Life & Accident in Seattle, Ralph Rog- 
ers has been appointed its Washington 
state district manager. He will form a 
statewide organization, 





Sarvis with Northern Life 


Max R, Sarvis has been named dis- 
trict manager at Boise, Ida., by North- 
ern Life of Seattle. Mr. Sarvis has been 
with Occidental Life of California and is 
a past president of the Life Underwri- 
ters Association of Boise. 

Harry Poulson, former district mana- 
ger, will devote all his time to personal 
production. 


NEWS BRIEFS 


Guardian Life has appointed Hollis, 
Perrin & Kirkpatrick of Boston as spe- 
cial agents, in association with Harry 
Ross, Jr., estate manager. Hollis, Per- 
rin & Kirkpatrick have been in business 
in Boston for 25 years but have never 
before represented a life company. 

Albert H. Curtis, II, grandson of Al- 
bert H. Curtis and son of Paul O. Curtis, 
head of the A. H. Curtis & Co., Boston 
general agents New England Mutual 
Life, has joined the agencw’s brokerage 
department. He graduated from Brown 
University in 1940 and secured a mas- 
ter’s degree from the Wharton School, 
University of Pennsylvania, last year. 

Godcheaux Levi of Equitable Soci- 
ety’s Dallas agency has been appointed 
district manager at Corpus Christi, Téx. 
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Aetna Life Heads 
Are Optimistic 


President M. B. Brainard of Aetna 
Life and S. T. Whatley, vice-president 
in charge of agencies, expressed optim- 
ism over the outlook ahead for life in- 
surance selling at the sales congress 
of the R. S. Edwards general agency 
of that company in Chicago, Thursday. 

On from the home office also were 
Earle Carter, chief underwriter of the 
life department; Paul H. Rogers, as- 
sistant secretary accident and health 
department, and Irving F. Cook, assist- 
ant secretary group department. 


Morning Program 


There was a general session in the 
morning, opening with Lew Fonseca’s 
baseball picture and talk. V. J. Bar- 
nett, group manager in Chicago, told 
of the money to be made in group in- 
surance. F. H. Plaisted, South Bend, 
Ind., general agent, gave a talk on 
prospecting in 1942; R. Breese, 
agent, Chicago, on prospecting by tele- 


phone, and Samuel Leland, manager 
life department, Youngberg-Carlson 
Company, Chicago, on _ prospecting 


through accident. 

Assistant Secretary Rogers discussed 
current problems and their applications 
in the life insurance field. J. H. Simp- 
son, representative Bell Telephone 
Company, gave a talk on how to use 
the telephone. 

There followed a discussion of the 
Aetna plan and Aetna estate control 
plan in action, participated in by Ru- 
dolph LeBoy, D. K. Wiser, of the 
Aetna Casualty, Kenneth Hales, agent, 
and W. J. Nelson, Jr., assistant in the 
brokerage department. Vice-president 
Vhatley discussed “Horizons of 1942.” 


Hold Clinics in Afternoon 


Three clinics were held in the after- 
noon devoted to life, group and acci- 
dent, the home office men giving an- 
swers to current questions and prob- 
lems in a question and answer form. 

In the evening an informal dinner 
was held sponsored by the “Big Ten,” 
organization of monthly leaders in the 


Edwards agency. Alice Blue, radio 
pianist, furnished the musical back- 
ground. 





Schedule Mass. 
Mutual Conventions 


Massachusetts Mutual Life has an- 
nounced its schedule of educational con- 
ferences for this year. In selecting lo- 
cations for the five meetings, thought 
was given to minimizing traveling time 
for representatives who will attend. 

The first conference will be at Chat- 
tanooga, Tenn., May 17-19. Later meet- 
ings will be at Colorado Springs, Lake 
Tahoe, Cal.; Green Lake, Wis., and Bol- 
ton Landing, Lake George, N. Y. The 
schedule continues through June 23. 
_General agents and full-time super- 
visors will attend, without a sales re- 
quirement. 

The company reserves the right to 
cancel the plans if war conditions make 
such action necessary or advisable. This 
is done in order to comply promptly 
with any request emanating from Wash- 
ington. 


United Holding Managers 
Gathering in New Orleans 


The United of Chicago is holding its 
annual managers meeting in Hotel 
Jung, New Orleans, this week. All 
managers in Illinois, Indiana, Ohio and 
Michigan are attending. A special car 
took the managers south. The meeting 
is continuing throughout the week. The 
return trip will be made via Hot Springs, 





Ark., at which point arrangements have 
been made for a sightseeing tour. 

O. T. Hogan, president; J. R. Hogan, 
vice-president; J. R. Penrith, assistant 
secretary, and H. P. Maloney, assistant 
to the president, are representing the 
home office. 

Mr. Hogan opened the meeting with 
a report outlining the United’s progress 
during 1941, stating the company had 
completed one of the most successful 
years in its history, with a 100 per cent 
gain of premium income in its com- 
mercial department and an increase of 
$9,000 in industrial. 


Shenandoah Life Agents’ Rally 


War tends to make people insurance 
conscious, P. C. Buford, president Shen- 
andoah Life, told a meeting of agents 
of that company in Nashville, Tenn. 
He predicted a steady increase in this 
type of investment by the American 
people. R. G. Williamson, vice-presi- 
dent, noted that Canadian insurance 
companies last year reported substan- 
tial increase in insurance sold over 1940 
and also that in this country during the 
first world war the amount of insur- 
ance, not counting that contracted for 
by the government was doubled. 








Oregon Leaders Honored 


PORTLAND, ORE.—The Oregon 
agency of Mutual Life of New York 
completed another successful year with 
its annual convention in Portland. 
George A. Knutsen led both in volume 
of paid business and in number of cases 
written, winning the production trophy. 
The Wilbur K. Hood trophy awarded to 
the district showing highest percentage 
of paid-for quota, went to the Corvallis 
district under Grant S. Eagy, district 
manager. This is the second award for 
Mr. Eagy in two years. Honors for the 
women’s department were again won by 
Mrs. George A. Hoss. 

Frank Kenin, high man a year ago, 
was second in full year paid-for volume. 
John W. Campbell took third place. 
John Pletsch, Longview, Wash., won 
production honors for first-year men. 

Manager Wilbur K. Hood announced 
that the agency’s 1941 paid volume ex- 
ceeded its quota by a substantial margin 
and that December applied-for volume 
exceeded any month in the past 10 years. 


Hold Joint Meeting in Buffalo 

John R. Hardin, president of Mutual 
Benefit Life, and other company officials 
attended a joint meeting of the Buffalo, 
Rochester and Erie agencies in Buffalo. 


Successful Sales School 
Concluded in Denver 


The Denver Association of Life Un- 
derwriters recently closed a 13-weeks 
sales training school attended by some 
200 agents. At the close or commence- 
ment program the topic was “The Mir- 
acle of Life Insurance.” Rabbi Abra- 
ham L. Leinberg Emanuel, Denver, de- 
livered the address on “The Miracle of 
Life Insurance in the Home,” and J. 
Stanley Edwards, Aetna Life, talked on 
“The Miracle of Life Insurance as a 
Social and Economic Service.” 


Hedges on Program 


At an evening program with George 
P. Williams, president, presiding, talks 
were given by Herbert A. Hedges, sec- 
retary National Association of Life Un- 
derwriters, on “Let ’em Buy,” and he 
was presented by Glen A. McTaggart, 
Prudential, national committeeman. 


CHICAGO 


LEAD PARSONS AGENCY STAFF 
James A. Grizzard led the Bruce Par- 
sons agency of Mutual Benefit in Chi- 
cago last year in volume of business. 
Irving Goldie led in number of lives 
written and was a close second in vol- 











Irving Goldie J. A. Grizzard 


ume. James R. Keach was second in 
number of lives. 

Mr. Grizzard is well known as the 
founder of the former Grizzard System, 
which pioneered in premium financing 
in connection with national banks, plac- 
ing many millions of life insurance on 
the books. He also was one of the ear- 


liest life insurance men to advertise. 
He has been in the business for 25 
years. 


Mr. Goldie has had 16 years’ life in- 
surance selling experience and achieved 
his 1941 record in spite of the fact he 
joined Mutual Benefit only in 1940. He 
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was the volume and lives leader of the 
Parsons agency for that year. 

The Parsons agency last year had 
about 15 percent increase in paid busi- 
ness, total volume exceeding $8,00,000 
on 1,088 lives, exclusive of annuities. In 
December $3,500,000 of business was 
submitted. 

The agency has 34 full-time pro- 
ducers, six having been added in the 
year. The branch office directed by E. 
C. and D. Hintzpeter contributed 
greatly to the 1941 record. Mr. Parsons 
believes 1942 will be a good production 
year. There is a great need for life in- 
surance on key men in industries, he 
said. 





SAMUELSON GETS FIRST PENSION 


Gilbert Samuelson, veteran agent with 
the Zimmerman agency, Chicago, who 
was one of eight agents of Connecticut 
Mutual Life to become eligible on Jan. 1 
for pension plan benefits, has received 
his first check. Mr. Samuelson joined 
the old Chase agency in Chicago in No- 
vember, 1913, and is the senior agent 
for the Zimmerman agency, which suc- 
ceeded the Chase office. He will con- 
tinue to service his hundreds of policy- 
holders. 

Life’s 


Connecticut pension 


Mutual 


benefit plan is made available to agents 
on each Jan. 1 who have attained 65 





He is successful... 
He is building financial security ... 


He is establishing himself in his 
community ... 


He is building an evergrowing 
clientele ... 


His AML contract makes 
all this possible. 
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years of age. Payments are based on 
their business in force the previous year. 
The plan is maintained without contribu- 
tions from agents. Agents receive $2,000 
of life insurance in addition to the regu- 
lar monthly benefit payments for life. 
Similar benefits are provided for first 
line brokers. 





BLUMENSTOCK WITH MEYER AGENCY 


E. “Manny” Blumenstock, who has 
been with the Stumes & Loeb agency 
of Penn Mutual Life, Chicago, for more 
than 12 years as a personal producer, 
has gone with the Julius Meyer agency 
of New England Mutual Life in Chi- 
cago as supervisor. 





SCHWEMM AGENCY IS FIRST 


More than $6,000,000 paid for business 
was recorded by the Schwemm agency 
of Great-West Life in Chicago last 
year, an increase of over 27 percent. 
The agency placed first among all 
Great-West agencies for. the fourth suc- 
cessive year. Including December, it 
has been the first agency in new paid 
for business for the last eight consecu- 
tive months. 





BRENNAN AGENCY ANNUAL RALLY 


The James H. Brennan agency of Fi- 
delity Mutual Life in Chicago held its 
annual agency meeting on plans for 1942 
and current developments in life insur- 
ance. Then the agency and office staff 
enjoyed a friendship hour at a hotel, fol- 
lowed by dinner at which Mr. Brennan 
was host. Calvin L. Pontius, assistant 
manager of agencies, attended from the 
home office. 

Mr. Brennan has been the head of 
this agency since 1935. At the time he 
teok over, the agency ranked 44th 
among the company’s agencies. At the 
end of 1941 it was fourth. The paid 
volume for 1941 was approximately 52 
percent greater than in 1940. 





ROYER AGENCY IN FOURTH PLACE 


The Henry Royer agency of Ohio Na- 
tional Life in Chicago closed its first 
year with 40 percent gain in written 
business and 80 percent in paid business 
over 1940. The agency finished in fourth 
place nation-wide as against 10th place 
in 1940. 

George Severance, associate general 
agent, was the company’s leading pro- 
ducer last year and Mr. Royer’s per- 
sonal production placed him in seventh 
place. Both have qualified for the 1942 
Builders Club Convention to be held at 
Sun Valley, Ida., in the spring. Mr. 
Severance has been a member of the 
App-A-Week Club for eight years as of 
Jan, 1, 1942; Mr. Royer three years and 
Keneth Klehr seven months. 


Albert J. Zern, unit manager Wiese 
agency, Northwestern National Life, 
Chicago, is vacationing with his family 
at Miami. Rae Nichols, also of the 
Wiese agency, returned from there this 
week. 











‘V’ Programming Plan Is 
Provided by Equitable 


In connection with its Loyal 
Legion Week campaign, Equitable 
Society offered a simplified “Five- 
V” programming plan based on 
selling a $5,000 policy with pro- 
visions for a $500 clean-up ex- 
penses, $500 for emergency pur- 
poses and $50 a month income for 
six years and $50 a month addi- 
tional for the first year. The plan 
also can be sold in units of $2,- 
500, $5,000, $7,500 and $10,000. 

Under the program the prospect 
guarantees financial security for 
his family for six years after his 
death. The fund provided for 
emergency purposes is left with 
the company with the right to 
make withdrawals as needed, the 
amounts under the $5,000 plan 
ranging from $100 to $250 in any 
one year but not exceeding $500 
during the six year period. 








NEWS ABOUT LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem.” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Pan-American Revises Some 
Policy Rates and Values 


Pan-American Life has revised the 
rates and values of a number of its poli- 
cies due to lower yield on first class in- 
vestments. 

No changes were made in the rates 
for term, life expectancy, joint life, joint 
20 payment life, joint 20 year endow- 
ment, or single premium annuities. 

Maturity values of income bonds and 
other contracts involving large reserves 
have been increased, with corresponding 
increases of non-forfeiture values of such 
contracts. 

The guaranteed interest rate allowed 
on income settlement agreement re- 
mains unchanged. The rate of discount 
on premiums paid in advance for not 
more than 10 years is 24% percent. 

An important change is elimination 
from payment of proceeds of any deduc- 
tion for installment premiums which may 
be due after insured’s death to complete 
payment for the current year. 

The income protection—65, an inter- 
mediate endowment plan that was in- 
troduced late in 1940, now contains an 
option providing for a cash payment 
at maturity in addition to paid up life 
insurance. There have been increases 
in maturity values of retirement savings 
annuity, and cash values are higher. 

Illustrative new rates on a number of 
forms are: 

20 
Ord. 20 Pay 5Yr. 
Life 20 End. Life Conv. 
Pref.* Pay . at65 Pref.* Term 
Age : $ $ $ $ $ 
2 13.77 23.98 17.76 21.76 
14.08 24.40 | 18.31 22.11 
14.41 24.84 18.87 22.48 
14.75 25.28 19.47 22.87 
15.10 25.76 23.27 
15.48 26.23 23.68 
15.87 26.72 24.24 
16.29 27.22 
16.73 27.74 
17.19 28.28 
17.68 28.84 45.11 
18.23 29.45 
18.80 30.09 
19.42 30.76 
31.45 45.60 
32.17 
32.90 
33.67 
34.47 
35.30 
36.17 
37.10 
38.07 
39.11 
40.18 
41,34 
42.51 
43.75 
45.08 
46.49 
47.98 
49.60 
51.35 
53.21 
55.19 
57.32 
59.32 
61.47 
63.79 
66.27 
68.95 
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: 9.62 
38 25.24 
39 26.13 
40 27.09 
41 28.11 
42 29.19 
43 30.34 
44 31.57 
45 32.87 
46 34.27 
47 35.76 
48 37.35 
49 39.04 
50 40.85 
51 42.74 
52 44.76 
53 46.91 
54 49.21 
55 51.68 
56 54.11 
57 56.71 
58 59.50 
59 62.48 
60 65.67 


*$5,000 minimum. 


57.78 


50.61 
53.18 
55.94 
58.88 
62.02 





Income Replacement Form 
Issued by Kansas City Life 


Kansas City Life announces two new 
policies, an additional monthly income 
provision and a whole life policy with a 
half rate premium for the first 20 years. 

The additional monthly income provi- 
sion guarantees the beneficiary a 
monthly income of $10 for each $1,000 
of insurance purchased, beginning imme- 
diately, if the death of the insured oc- 
curs before age 60, and continuing to 
the policy anniversary at which the in- 
sured would have become 67. Similar 
policies written by other companies fix 
the continuing age at 65. One objective 
of the policy is to provide a low cost 
replacement income form under which 


the policy holder knows exactly how 
much monthly income he is providing 
his family and how long it will last. In- 
asmuch as the rates are low the plan 
fits into defense bond saving programs. 
The plan can also be used to advantage 
in mortgage retirement plans. The an- 
nual premium for $10 monthly income 
for all ages without disability is $22.50 
and with waiver of premium disability 
$23.10. 

Rates per $1,000 for the new whole 
life form which is issued on a minimum 
basis of $2,000 follow: 
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35... 16.60 635 60.... 61.48 700 
40.... 20.86 653 





United Benefit Goes on 
3°% Reserve Basis 


United Benefit has changed from the 
American experience 3% percent, IIli- 
nois standard, to the American experi- 
ence 3 percent, New Jersey standard, 
reserve basis. This brings into effect 
a premium rate and non-forfeiture value 
increase. New premiums are: 


Premium Rates Per $1,000 
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DOs eis-o 13.55 14.92 24.30 44.38 8.83 22.45 
Ono ies 14.94 16.74 26.40 44.76 9.15 26.53 
ee 16.72 19.05 29.21 45.06 9.58 31.98 
3b... 66 18.99 22.14 32.44 45.88 10.52 39.48 
ae 21.98 26.47 36.44 47.21 11.95 50.29 
pe 25.98 32.13 41.55 49.49 14.76 66.87 
Uo 32.29 39.46 47.82 53.39 19.95 94.36 
BD eng 41.04 49.52 56.43 59.87 28.28 149.35 
eee 51.76 63.46 68.68 70.45 .... ... 





State Mutual Life Reduces 
Retirement Annuity Income 


State Mutual had reduced income and 
cash values per each $100 annual pre- 
mium under its retirement annuity con- 
tract, as shown below. While the 1941 
div idend scale will continue for 1942, an 
increase is shown for the retirement an- 
nuity ranging from 15c end of first year 
to $11.60 end of the 40th year. 

Male at Age 65 Female at Age 60 
Instal- 10 Y. Instal- 10 Y. 
Life ment Cert. Life ment Cert. 
20 $52.39 $42.85 $47.36 $32.27 $28.49 $31.09 
85.87 39.10 26.24 23.17 25.29 


25 43.26 35.3 Bu 6. 3.1 5. 

30 35.18 27.77 31.80 20.92 18.46 20.15 
35 28.04 22.93 25.34 16.21 14.31 15.62 
40 21.73 17.77 19.64 12.05 10.64 11.61 
45 16.15 13.21 14.60 8.37 7.39 8.07 
50 11.22 9.18 10.14 5.12 4.52 4.93 
55 6.86 5.61 6.20 ekors oiea 





New Franklin Life Policy 
Supplements Social Security 


Franklin Life has issued a new in- 
come security plan on an ordinary life 
basis providing double insurance to age 
65, a new optional life annuity settle- 
ment which dovetails in with social se- 
curity benefits, and double indemnity 
benefits payable double to age 60. The 
policy is designed especially to supple- 
ment social security benefits after the 
youngest child reaches 18 and before 
the widow becomes 65 and is again 
eligible for benefits. 

The special life annuity option pro- 
vides that if the insured dies before 
reaching age 65 proceeds will be paid 


in monthly installments until the bene- 
ficiary dies or reaches age 65. Rates 
for the new plan which is on the non- 
participating basis follow: 


Age Prem. Age Prem. ane Prem. 
20....$23.77 32....$30.61 44....$44.24 
1s 24.2 33 + oleae 4 . 45.96 
22 24.66 34 . 32.18 46 47.75 
Boeces Boe 35 . 33.03 47 49.64 
24 . 25.63 36 . 33.97 48 51.62 
25 - 26.16 37 . 34.96 49 53.69 
26 - 26.71 38 . 36.02 50 55.86 
27 - whose 39 . 37.12 51 57.90 
28 . 27.88 40 . 38.28 52 60.00 
29 - 28.52 41 36s Boao 53 62.17 
30 . woe ADs sss Seen 54 64.40 
31 - 29.87 Sia siee SOOe 55 66.66 





Two New Security Mutual 
Forms Are Announced 


Two new forms, one a low rate spe- 
cial ordinary life ‘policy and the other 
a highly flexible family income rider 
providing $10, $15, $20, or $25 monthly 
income benefits, are announced by Secu- 
rity Mutual Life of Binghamton. 

The Security special ordinary life, a 
3 percent contract issued in amounts of 
$5,000 and over, is available to preferred 
risks, both men and women, ages 20 to 
55 inclusive. 

In addition to announcing the new 
flexible family income rider, rates have 
been reduced on the conventional form 
of rider which calls for $7.94 monthly 
income benefit plus $2.06 interest on the 
basic policy proceeds, for a total of $10. 

The new rider benefits are in addition 
to basic policy proceeds and the amount 
of income which may be purchased is 
dependent on the basic plan of insurance 
to which rider is attached. On term to 
65 and the modified life contracts, for 
example, $10 monthly income benefit is 
the largest purchasable; whereas on cer- 
tain retirement income contracts and the 
20 —_ endowment, $25 income is avail- 


Ail family income riders are restricted 
to level premium forms of basic con- 
tracts. They are issued from age 20 to 
55 inclusive. Coverage is for 20 years 
except that at age 46 at issue and over, 
coverage ceases at age 65. 

Rates on the two new forms follow: 





Spec. Fam. 
Ord. Ine. 
Life Rider 
$15.72 7.87 
17.79 8.41 
20.41 9.33 
23.86 11.38 


Federal Life Prepares 
to Go on 3°, Basis 


The new dividend scale of Federal 
Life which becomes effective Feb. 1, 
will provide higher dividends on the pro- 
tection type policies and lower dividends 
for investment policies. The partici- 
pating business of Federal Life does not 
exceed 1 percent of its entire business 
and most of the participating policies 
are 10 or more years old. 

Interest on accumulated dividends and 
under funds left with the company under 
settlement options provided by the 
policy continue at 3% percent, as that 
is the guaranteed amount. However, if 
an optional settlement different from 
those provided by the policy is desired, 
Federal Life will allow but 2% percent. 

Federal Life is preparing to increase 
its premium rates and will go on a 3 
percent reserve basis. When that is 
done, the new policies will provide for 


21%4 percent interest under settlement 
options. The new rates are now being 


calculated and there has been no effec- 
tive date determined upon. 


Mutual of N. Y. Announces 
Stand on Military Men 


Mutual Life of New York announced 
under ordinary circumstances it would 
not solicit new life insurance business 
from men in active military service un- 
less a man already has subscribed to the 
full amount of government insurance 
available to him, It was stated this deci- 
sion was made in fairness to men in the 
armed forces, because government insur- 
ance provides them protection against 
certain military risks that the company’s 
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newly issued policies do not cover. The 
purpose is to be certain men in military 
service buy insurance that gives them 
the greatest possible protection. 

When receiving and application for in- 
surance from an individual in active serv- 
ice Mutual Life will ask for a written 
statement that the full limit of govern- 
ment insurance has been secured, or that 
the applicant is aware of his right to take 
such insurance, though for special rea- 
sons, he may not wish to do so. 


Explains Company Position 


J. Roger Hull, vice-president and man- 
ager of agencies, said it is obvious it 
would not be fair or socially sound for 
the company to endeavor to sell to men 
in the service new policies not covering 
military deaths, in place of government 
policies that offer protection against such 
risks. “Far from wishing to compete 
with this program of government insur- 
ance, the Mutual Life wishes to cooper- 
ate with it fully,’ he explained. 


Girard Life Cuts Interest 
Factor from 31/2, to 3% 


A new schedule of rates and values 
for all its policies has been promulgated 
by Girard Life, reflecting its adoption 
of the American experience table and 
a 3 instead of the former 3% percent 
interest factor. 

New rates are higher, especially on 
forms with emphasis on investment. 
However, increased rates are somewhat 
offset by increased cash and surrender 
values. The new rates are given below 
for four of the company’s popular pol- 
cies: 





Ins. & 

Ord. Inc. 

Life 20 Pay 20 Yr. End. 60 

Non- Non- Non- Non- 
Ag Par. Par. Par. Par. Par. Par. 
15 $13.47 $25.93 $22.63 $48.34 $44.38 $24.23 
16 13.73 26.28 22.99 48.40 44.43 25.06 
17 14.01 26.67 23.37 48.45 44.49 25.94 
18 14.30 27.06 23.75 48.51 44.54 26.85 
19 14.60 27.45 24.14 48.58 44.59 27.83 
20 14.92 27.87 24.55 48.65 44.66 28.85 
21 15.25 28.30 24.97 48.72 44.67 29.93 
22 15.60 28.75 25.40 48.80 44.69 31.07 
23 15.96 29.20 25.85 48.88 44.70 32.26 
24 16.34 29.67 26.32 48.98 44.72 33.53 
25 16.74 30.16 26.80 49.07 44.74 34.88 
26 17.16 30.68 27.28 49.17 44.84 36.31 
27 17.60 31.21 27.77 49.28 44.93 37.83 
28 18.06 31.76 28.28 49.39 45.03 39.44 
29 18.54 32.32 28.80 49.52 45.13 41.16 
30 19.11 32.92 29.385 49.66 45.25 42.98 
31 19.70 33.54 29.92 49.81 45.38 45.01 
32 20.31 34.18 30.53 49.97 45.52 47.22 
33 20.96 34.84 31.18 50.15 45.68 49.62 
34 21.66 35.52 31.85 50.384 45.84 52.24 
35 22.39 36.25 32.57 50.56 46.03 55.07 
36 23.16 37.00 33.34 50.80 46.24 58.16 
37 23.96 37.80 34.16 51.06 46.47 61.52 
38 24.82 38.61 35.03 51.35 46.73 65.15 
39 25.73 39.47 35.90 51.67 47.00 69.13 
40 26.72 40.39 36.80 52.03 47.32 73.50 
41 27.73 41.384 37.72 52.43 47.74 78.37 
42 28.80 42.33 38.67 52.87 48.18 83.74 
43 29.94 43.39 39.68 53.37 48.69 89.71 
44 31.15 44.50 40.73 53.92 49.23 96.39 
45 32.42 45.68 41.84 54.54 49.84 103.90 
46 33.73 46.94 42.98 55.23 50.47 112.45 
47 35.13 48.25 44.16 55.99 51.15 122.26 
48 36.60 49.65 45.42 56.84 51.94 133.64 
49 38.15 51.14 46.75 57.79 52.80 147.00 
50 39.82 52.73 48.16 58.84 53.75 162.97 
51 41.58 54.41 49.59 60.00 54.72 .... 
52 43.46 56.21 51.11 61.27 55.78 - 
53 45.45 58.14 52.74 62.69 56.97 
54 47.57 60.19 54.48 64.25 58.28 
55 49.83 62.39 56.34 65.98 59.72 
56 Sk eee eae wae 
57 54.85 
58 57.61 
59 60.56 
60 63.71 





General American Changes 


Certain erroneous impressions were 
conveyed in a recent article concerning 
the new rate book of General American 
Life. Its non-participating policies are 
placed on a 3 percent reserve basis, with 
consequent increase in premium rates. 

Rates and value on participating insur- 
ance with life income at 55, 60 and 65, 
and the annual and single premium re- 
tirement income at 55, 60 and 65 are re- 
vised to put the incomes on 2% percent. 

The guaranteed interest rate on funds 
left with the company, on both par and 
non-par contracts, now is 2%4 percent ex- 
cept the life income option which is 3 
percent. Guaranteed interest rate on 
dividend deposits is 2%4 percent; the 
company is still paying 3.75 percent. 

Dividends, adopted July 1, remain un- 
changed except that the illustrative scale 
for retirement forms has been adjusted 
to the new contract. 


GENERAL AGENCY NEWS 





Sharpe in Texas Post 


for General American 


J. Harold Sharpe has joined General 
American Life as general agent at Fort 
Worth with supervision over 19 coun- 
ties. The Wichita Falls office of Gen- 
eral American is being consolidated with 
the Fort Worth territory. 

Mr. Sharpe, who has been with South- 
land Life, is president of the Fort Worth 
Association of Life Underwriters and 
president of the Texas state association. 
He is a past president of the Fort Worth 
Life Managers & General Agents Club. 





Haring Honored in Toledo 


TOLEDO—Lester J. Haring was 
awarded the “most valuable associate” 
award for the second successive year 
by R. A. Wesselmann, Toledo agency 
director New York Life, at a dinner 
meeting here. R. C. Mueller, Delphos, 
O., led the Toledo agency in 1941 on 
both volume and number of lives writ- 
ten, and was accorded special recogni- 
tion. Others honored for volume pro- 
duced were W. B. Gardiner, H. M. Van 
Noorden and H. L. Haskel. 

Mr. Wesselmann reported that the 
Toledo branch did its biggest month’s 
business in December since 1939. Isaac 
S. Kibrick, Brockton, Mass., home office 
agency assistant, spoke. Harry H. 
Hicks, inspector of agencies, congratu- 
lated the agency on its substantial gain 
in business for 1941. 


Clayton Makes Record 


The Newark agency of Massachusetts 
Mutual Life, of which John E. Clayton 
is general agent, paid for over $1,000,000 
in December, the first time this has been 
accomplished by the agency in its more 
than 40 years. It had an increase of 90 
percent for the month. It made the 
largest gain of any agency of the com- 
pany in 1941. Mr. Clayton paid for more 
than $3,000,000 of personal business, es- 
tablishing a new high record for per- 
sonal production in New Jersey. 








Detroit Leads U. S. Agencies 


The Detroit branch of Great-West 
Life under Manager A. P. Johnson led 
all United States agencies in 1941 in the 
number of men qualified for the Presi- 
dent’s Club and the 1942 convention, 
with 12 of the 22 men in the branch 
making the grade. The branch paid for 
more than $3,250,000 of new business 
last year. 

The 12 agency leaders averaged $192,- 
260 per man and the average production 
for every agent under contract to the 
branch was $150,000. 





Newark Agency Prudential Leader 


The E. N. Van Vliet home office ordi- 
nary agency of Prudential ranked first 
among all ordinary agencies in new in- 
crease in business in 1941 and finished 
second in paid-for business. 





Milligan Inducted in Detroit 


DETROIT—W. M. Milligan, newly 
appointed manager of the downtown 
Detroit branch of Manufacturers Life, 
was formally introduced by A. Mackenie, 
assistant general manager and manager 


of agencies, at a dinner given by the 
company. Mr. Milligan formerly was 
Pittsburgh manager. Other head office 
men attending were A. Kinch, United 
States agency superintendent, and J. A. 
Broadbent, agency inspector. 





L. R. Woods Agency President 


At the annual meeting of agents of 
Veith & Lowenstein, St. Louis general 
agents for Massachusetts Mutual L. R. 
Woods was elected president of the 
Agency Association. He led the organ- 
ization in sales for 1941 and was among 
the top producers in Massachusetts Mu- 
tual nationwide. ow A. Logan is vice- 
president; Leah V. White, secretary; J. 
E. O’Connor, treasurer, and W. B. Far- 
mer, member advisory committee. 





Big Mass. Mut. Month in Cleveland 


An all-time high in sales was made in 
December by the Cleveland agency of 
Massachusetts Mutual Life. Sales dur- 
ing the month were $2,550,161, and hon- 
ored E. W. Snyder, general agent since 
1903. In that period the agency has be- 
come the company’s third largest. 

The agency held its annual meeting 
Jan. 12, attended by A. T. Maclean and 
Joseph C. Behan, vice-presidents of the 
company. 


Ellis & Blohm Make 30% Gain 


CINCINNATI—The Ellis & Blohm 
agency of Provident Mutual Life closed 
1941 with 110 percent of the quota al- 
lotted to it and showed a gain of 30 per- 
cent over 1940. The leaders in the 
agency in lives and volume were C. Viv- 
ian Anderson, Ewart W. Simpkinson and 
H. Clifton Duncan, 








Newdick Is Toronto Manager 


John E. Newdick has been appointed 
manager of the Toronto York branch of 
Sun Life of Canada, succeeding Walter 
C. Rean, who has retired after 18 years 
with the company. 





The Paul M. Smith agency of New 
England Life, Columbus, O., held its 


annual agency dinner Saturday night. 
J. N. Meeks of Columbus was awarded 
the agency leadership trophy. The 
agency reports a gain in business of 27 
percent over 1940. 


ASSOCIATIONS 


Topics of Oklahoma Sales 


Congress Speakers Listed 


OKLAHOMA CITY—Subjects to be 
discussed at the sales congress of the 
Oklahoma Association of Life Under- 
writers here Jan. 30 are announced by 
Kenneth Aldrich, general chairman, as 
follows: “This Question of Morale,” 
John Marshall Holcombe, manager Sales 
Research Bureau; “The Agent and His 
Public Relations,” Paul Dobson, North- 
western National Life, Minneapolis, 
member of the Million Dollar Round 
Table; “Life Insurance a Free Enter- 
prise,” Beatrice Jones, Equitable Society, 
president of the Life Underwriters As- 
sociation of New York City, and “Pros- 
pecting in 1942,” A. R. Jaqua, associate 
editor “Diamond Life Bulletins.” Four 
of the more successful young producers 
of the city will be called on for talks 
on their experiences. 














Oklahoma State Association 
Plans Many Activities 


OKLAHOMA CITY—W. P. Stagg, 
New York Life, Oklahoma City, was 
elected secretary-treasurer of the Okla- 
homa Association of Life Underwriters 
under the new plan of having the sec- 
retary-treasurer reside in the same city 
as the president. H. C. Jones, director 
of internal revenue for Oklahoma, dis- 
cussed the defense bond sales program. 
President J. Hawley Wilson, Massachu- 
setts Mutual, pledged further coopera- 
tion in the drive. 

Harold Cooksey, Northwestern 
Mutual Life, Norman, educational chair- 
man, introduced H. H. Scott and Boyd 
Gunning, Oklahoma University’s exten- 
sion department, who outlined the pro- 
posed short course in life underwriting 
which will be held at the university in 
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Distribute Defense Stamps 
Instead of Holding Dinner 


The Bobst, Johnson & Wyatt 
agency of John Hancock Mutual 
Life in Boston has cancelled all 
plans for its annual agency dinner, 
which was to have been held Jan. 
17. Instead, the agency has dis- 
tributed among the individuals in 
the agency the proportionate share 
of the estimated cost of the din- 
ner for each in the form of United 
States defense stamps. 
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1942. No definite date was set but it 
was decided to hold the course some 
time in the summer. It will last one 
week. 

It was decided to hold a leaders testi- 
monial dinner Jan. 29 prior to the sales 
congress the next day. Homer Jamison, 
Equitable Society, Oklahoma City, 
chairman of legislation committee, dis- 
cussed the latest legislative trend. He 
paid special attention to the new pre- 
mium tax law which is causing some 
companies to withdraw from the state, 
notably Home Life of New York and 
Ohio National Life. 

Plans for making a bus tour for spe- 
cial meetings at Stillwater, Ponca City 
and Enid, Jan. 16-17, were completed. 
From 25 to 30 Oklahoma City man- 
agers and general agents will make the 
trip. 

President Wilson named C. D. Jolly. 
Prudential, chairman of the general 
agents and managers committee, and 
Roscoe Grimm, Tulsa, chairman of the 
extension committee. 


Kan.— The Riley County 
was entertained at a 
former 


Manhattan, 
Bar Association 
meeting when Scott Pfuetze, 


county attorney spoke on “Ethics of 
Lawyers and Business Men.” Claude 
Cochran, general agent General Ameri- 


can Life, Kansas City, will speak Feb. 7. 


Fort Wayne, Ind.—John A. Wither- 
spoon addressed the banquet Wednesday. 
There was a large turnout including a 
large number of wives. 


Ottawa, Ont.—Wendell O. Williams has 
been elected president. Other officers 
are: First vice-president, N. O. Haugh; 
second vice-president, A. Potser; secre- 
tary-treasurer, David Rodger. 


Chattanooga, Tenn.—With Cecil Woods, 
president of Volunteer State Life, who is 
chairman of the defense bond and stamp 
organization for Chattanooga and Hamil- 
ton county, delivering the principal ad- 
dress, plans were completed for a bond 
and stamp drive, with B. H. Odom as 
chairman. 

Topeka—At a meeting under the charge 
of John McClung, assistant general 
agent for Aetna Life, these were inter- 
viewed on their plans for 1942: Arch 
Horton, Hugo Matoush, Del Roberts, Bill 


Matney, Gerald Hayes, W. H. McCaig, 
Charlie Bray, Paul Beatty. 

St. Paul—R. N. Woodson, assistant 
manager Sales Research Bureau spoke 
Jan. 15. 


Minneapolis — The February meeting 
has been cancelled and instead the mem- 
bers will participate in the mid-year 
sales congress of the state association 
to be held at St. Paul Feb. 23. John D. 
Moynahan, Metropolitan Life manager, 
Berwyn, Ill., who was to have addressed 
the Minneapolis association in Febru- 
ary, Will appear on the state program. 


Under a unique method of helping 
the Red Cross, any speaker at its regu- 
lar luncheon meetings who advertises 
his own company, or even mentions his 
company by name, is fined 50 cents. The 
sergeant-at-arms rings up each fine on 
a cash register borrowed for the occa- 
sion, 


Seattle—Wilmer M. Hammond, Los An- 
geles general agent Aetna Life, spoke on 
“Facing 1942 and the mental attitude of 
the agent during war time.” 


Northeast Mississippi— H. M. Faser, 
agency director Lamar Life, spoke at a 
meeting in Corinth. 


Jackson, Miss.—Louie E. Throgmorton, 
Shreveport general agent Aetna Life, 
spoke. 

Davenport, Ia.—Adam E. Littig, agency 
supervisor of National Life, will speak 
Saturday on “The American Life Under- 
writer, Present and Future.” 





Buffalo—A. Gordon Nairn, field super- 
visor of the Life Underwriters Associa- 
tion of Canada, will address the Jan. 29 
meeting. 

Decatur, Ill.— J. L. Taylor, Springfield, 
manager of the Illinois agency of Mu- 
tual Life, N. Y., addressed a luncheon 
meeting on “Our Obligations.” A report 
was made on the defense bonds sale 
plans. 

Kansas City—Talks keyed to current 
conditions created by the war will be 
given at the meeting Jan. 23. Speakers 
will be Paul French, manager New York 
Life, on “Emphasis Prospecting”; Dix 
Teachenor, Kansas City Life, “Time Con- 
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trol,” and Herbert A. Hedges, general 
agent Equitable of Iowa and secretary 





of the National association, ‘Agents’ 
Morale.” 

Jackson, Mich. Russel Moore and 
Harold C. Brogan, both with Ohio Na- 


tional Life in Lansing, the latter a vice- 
president of the state association, spoke 
aut last week’s meeting, the former stag- 
ing a model sales interview demonstra- 
tion. 

Although the association has doubled 
its membership in the past year, it has 
launched another membership drive in 
charge of a seven-member committee, 
headed by Carl Mason. 


Pittsburgh—Paul Speicher, R. & R. 
Service, will speak Jan. 16 on “There Is 
No Substitute for Life Insurance.” 


Toledo—John A. Witherspoon, presi- 
dent National association, was guest at 
a breakfast meeting of managers and 
general agents and officers of the asso- 
ciation, at which he discussed the im- 
portance of proper public relations. He 
also spoke at a luncheon meeting of the 
association, attended by many from 
throughout northwestern Ohio, discuss- 
ing the role of insurance in the war 
effort and the work of the National as- 
sociation. R. W. Hoyer, Columbus, Na- 
tional association trustee, and _ past 
president of the Ohio association, intro- 
duced Mr. Witherspoon. Judd C. Benson, 
Cincinnati, president of the Ohio asso- 
ciation, was among the honored guests. 


San Antonio, Tex.—At the annual din- 
ner-dance Francis G. Bray, Houston gen- 
eral agent New England Mutual and 
president Texas assocjation, and Lt. Col. 
Royden Williamson, Fort Sam Houston, 
spoke. 

Mr. Bray told of life insurance’s con- 
tribution to the national defense effort 


in providing funds invested in plants 
producing war materials. : 
B. W. Draper, chairman membership 


committee, announced that 12 agencies 
now have a 100 percent membership. 


W. J. Dick, Connecticut Mutual, ap- 
pealed for contributions to the Red 
Cross. Harry Wise announced plans for 


a drive to meet San Antonio’s quota on 
defense bonds and savings stamps. 
Nashville—John Witherspoon, National 
association president, said 2,000 insur- 
ance firms in the nation have been con- 
tacted by representatives of the National 
association and 15,000 employes have 
accepted the salary allotment plan of 
buying defense bonds and stamps. He 
addressed a group meeting of insurance 
executives and others marking inaugura- 
tion of a salary allotment plan drive in 
Nashville. Several life companies plan 
to sell bonds and stamps at cashier 
windows where premiums are paid. 


Boston—The first of its series of spe- 
cial sales clinics for the development of 
new business drew an attendance of 
about 150. The topic was “Your 1942 
prospects, where will you find them and 
how will you approach them?” Winslow 
S. Cobb, Jr., New England Mutual, who 
was to have led the discussion, was un- 
able to be present and his place was 
taken by Warren R. Purcell, New York 
Life, assisted by F. Alvin Ricci, John 
Hancock. The second in the series of 
clinies will be held Jan. 21, on “Your 
1942 prospects, what plan will attract 
them and how will you present it?” 








ACCIDENT 
“What to Expect in 
“42” Mid-Year Theme 


“What to Expect in 1942” will be the 
theme of the mid-year meeting of the 
National Association of Accident & 
Health Underwriters at the Hotel 
Muehlebach, Kansas City, Jan. 26-28. 

Monday morning will be given over 
to registration, and the usual convention 
opening procedure. Monday afternoon 
there probably will be two or three na- 
tionally known speakers on education 
and perhaps bureau, conference or com- 
pany subjects. Some time will be de- 
voted to the Leading Producers Round 
Table and there will be a local associa- 
tion section that afternoon. 

Tuesday is set aside for an all-day 
sales congress dedicated to “Pattern for 
Production.” The “ideas of aces” on 
production subjects will be presented in 
continuity, so there will be little over- 
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lapping in the schedule. The sales con- 
gress luncheon and a banquet also are on 
Tuesday’s program. There will be a 
breakfast session of the regional direc- 
tors organization that morning. 
Wednesday is set aside for National 
association committee meetings, for com- 
panies to hold meetings with their agents 
and similar separate meetings not of in- 
terest to all attending the convention. 


W. G. Gates New President 
of Cleveland Association 


CLEVELAND — Warren G. Gates, 
Loyal Protective Life, has been elected 
president of the Cleveland Accident & 
Health Association, succeeding Charles 
F. Stewart, Cleveland Insurance 
Agency. The new vice-president is A. 
W. Lorenz, Maryland Casualty; sec- 
retary, James T. Hinton, National Cas- 
ualty, and treasurer, W. L. Horman, 
Retail Credit Company. New directors 
for three-year terms are W. J. Sullivan, 
Monarch Life, and Mr. Stewart. 

At the annual meeting, Retiring 
President Stewart recalled the associa- 
tion’s activities the past year. It spon- 
sored one of its largest sales con- 
gresses, with an attendance of 486. It 
also started the first accident and health 
school to be sponsored by a local asso- 
ciation, with 46 registered. Many suc- 
cessful association meetings were held 
with out-of-town speakers. 

The association is continuing its 
school and is planning on another big 
sales congress just before Accident & 
Health Insurance Week. 


Public Interest in A. & H. 
War Risk Issue Wanes 


The flood of inquiries as to what civ- 
ilian activities would be considered suffi- 
ciently warlike to be excluded by the 
“act of war” provision in accident and 
health policies has ebbed to a mere 
trickle, according to home offices. There 
has been no noticeable increase in can- 
cellations among civilian policyholders 
nor any tendency to refuse to renew be- 
cause of the war exclusion, indicating 
that policyholders have faith in compa- 
nies’ desire to handle any borderline 
cases as fairly as possible and not to in- 
terpret the clause more strictly than is 
necessary. While companies still have 
the matter under consideration no defini- 
tion or formula has yet been worked out 
which comprehensively covers the atti- 
tude that would be taken toward claims 
that might involve some degree of war 
hazard. 


Much Interest Manifested 
in Executives Dinner 


The Accident & Health Executives 
Dinner, sponsored by the Chicago Ac- 
cident & Health Association, to be held 
at the Stevens hotel, Chicago, Jan. 22, 
is attracting even more interest than did 
the initial observance last year, which 
was outstandingly successful. 

Harold R. Gordon, Health & Acci- 
dent Underwriters Conference, chair- 
man of the committee in charge of the 
dinner, reports that reservations already 
received assure an attendance of well 
over 200. There will be at least 60 or 
70 from outside of Chicago, including 
prominent executives from both the east 
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and west coasts. The fact that the con- 
ference will hold its mid-year meeting 
in Chicago the following day will serve 
to increase the attendance of company 
men. Many executives of bureau com- 
panies also will be on from the east. 

The dinner will honor the presidents 
of the six accident and health organiza- 
tions: Bureau of Personal Accident & 
Health Underwriters, Health & <Acci- 
dent Underwriters Conference, National 
Association of Accident & Health Un- 
derwriters, International Claim Associa- 
tion, International Federation of 
Commercial Travelers Insurance Organ- 
izations and Industrial Insurers Confer- 
ence. 


Chicago Claim Association 
Discusses A. & H. Adjusting 


There are more borderline cases in- 
volving settlement of accident and 
health claims with persons of question- 
able mental competency than is gener- 
ally realized, A. G. Fankhauser, Con- 
tinental Casualty, stated at the meeting 
of Chicago Claim Association Tuesday. 

With borderline cases Mr. Fank- 
hauser suggested the claim man _ re- 
member he is settling a contract made 
at a time when there was no question 
of competency. Payment to the wife in 
such cases usually is satisfactory be- 
cause of the responsibility of the hus- 
band to care for his family. The ad- 
juster might get a personal hold harm- 
less bond from the wife. 

In a case involving a release on the 
basis of compromise, the adjuster 
should consider who is most likely to 
attack the release, and whether he 
should bring the wife into the settle- 
ment and get a statement from claim- 
ant’s doctor as to condition. 

C. O. Pauley, Great Northern Life, 
discussed “Accidental Means, Inde- 
pendently and Exclusively of All Other 
Causes.”’ He cited several borderline 
situations. Courts generally hold that 
if an accident results from a criminal 
act, such as assault, the person assumes 
full responsibility for his act and can- 
not recover. But it is difficult to win 
a case where a person gets drunk and 
has an accident. 

President Roy Phelps, Great North- 
ern Life, announced the association 
membership now exceeds 100 for the 
first time. 





Denver to Have Sales Congress 


The Denver Association of Accident 
& Health Underwriters will hold a sales 
congress, Jan. 23. E. F. Gregory, vice- 
president Security Life & Accident, is 
in charge of the program. He expects 
to get some of the men from the Pacific 
Coast who are going to the midyear 
meeting of the National association in 
Kansas City to stop off in Denver on 
their way to that meeting. 





Fuller Milwaukee Speaker 

MILWAUKEE—E. B. Fuller, vice- 
president Loyal Protective Life, ad- 
dressed the Accident & Health Under- 
Ww riters of Milwaukee this week. 
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North Star Benefit Doubles 
Its Production in 1941 


An increase of over 100 percent in 
production for 1941 was recorded by 
North Star Benefit. Vaughn V. Moore, 
superintendent of agencies, announced 
the quota of $2,000,000 was exceeded, as 
compared to $1,087,000 in 1940. 

There are 12 general agencies repre- 
senting the association in Minnesota, 
Iowa and Illinois. Harold Ericksen, 
Minnesota state manager, former Great 
Lakes and William & Jewell all-Amer- 
ican football player, won first honors for 
best organization work accomplished in 


1941. His new organization has pro- 
duced over $250,000 of new life insur- 
ance. 


R. E. White, Joliet, Ill, won first 
honors in personal production, paying 
for over 140 individual cases averaging 
$1,000 each. 

Suitable awards will be given for top 
10 leading producers and the top five 
general agents. 


Miss Ladd Installed as 
Michigan Congress Head 


DETROIT—Miss Mabel Clare Ladd, 
assistant editor of “National Gleaner 
Forum,” magazine of Gleaner Life, was 
installed as president of the Michigan 
Fraternal Congress at the quarterly 
meeting here. This is an organization of 
officials of 27 Michigan fraternals. John 
E. Little, actuary and field director of 


Maccabees, past president Michigan 
Actuarial Society, presided. 
Other new officers installed were: 


Judge C. F. Haight, Equitable Reserve, 
first vice-president; Alice E. White, 
Woodmen Circle, second vice-president; 
Lillian Jacobs, Ladies of the Amaranth, 
secretary; Peter Wiggle, Maccabees, 
treasurer, Daisy Heath, Royal Neigh- 
bors, third vice-president, and Elmer 
Jacobs, Woodmen of the World; Ethel 
Hayforth, Woman’s Benefit, and W. E. 
Swan, Modern Woodmen, trustees. 





Utah Congress Rally Feb. 26 

The Utah Fraternal Congress will 
hold its annual convention at a banquet 
session in Salt Lake City Feb. 26. 





John S. Thompson, vice-president and 
a director of Mutual Benefit Life, has 
been elected a director of the National 
State Bank of Newark. 


Here's another brand new 
feature we have added to 
our sales kit, a new sales 
aid that would help YOU 
"influence people and rake 


in the $$$$$'s." 


HOSPITAL 
« INSURANCE 


ASK about this new addition to 
our complete line of legal reserve 
LIFE insurance plans. 


FIDELITY 


Life Association 
of Fulten, Itt. 





Change Setup of Railroad 


Society of Cleveland 


T. D. Eilers, president of World of 
Omaha and head of the insurance de- 
partment of the Brotherhood of Rail- 
road Trainmen of Cleveland, has re- 
signed the latter connection. He will 
now take a more active part in the man- 
agement of World, which writes acci- 
dent and health exclusively. However, 
he will continue to make his residence 
in Cleveland and maintain his office in 
the Perry-Payne building there. 

Mr. Eilers will continue to serve in an 
advisory capacity with the Brotherhood. 
His place as head of the insurance de- 
partment is taken by T. R. Ziegler, who 
has been Mr. Eiler’s assistant. Mr. Eiler 
has been most successful in his work at 
the Brotherhood. The assets of its in- 
surance department are now in excess 
of $22,000,000 and its surplus is about 
$3,000,000. 

Mr. Eilers was complimented highly 
a President A. F. Whitney of the 
Brotherhood on the work that he did 
in transferring the membership from the 
old beneficiary insurance to the reserve 
basis. Mr. Eilers has had the title of 
superintendent of the promotion depart- 
ment since 1933 and also has used the 
title supervisor of insurance when corre- 
sponding with insurance departments 
and others outside of the brotherhood. 
In his advisory capacity he now has the 
title of insurance counselor. The work 
of the promotion department includes 
securing new members as well as selling 
insurance. 

Mr. Ziegler will be compensated by an 
over riding commission of 1 percent of 
the first 12 months premiums or'!-any 
portion thereof on any new or converted 
business issued after Jan. 1 and for 
which prem are per. In addition, 


to provide a revolving fund to pay legiti- 
mate expenses of the promotion depart- 
ment, 1 percent of any new or converted 
life insurance issued effective as of Jan. 
1 or later shall be deposited to the credit 
of this fund. 

The new assistant superintendent of 
the promotion department is W. L. Hill, 
who has been a member of that depart- 
ment for some time. 

President Whitney 
time the transfer of the insurance was 
authorized in 1931, the old insurance plan 
had a solvency of but 36 percent whereas 
today the insurance solvency is 106 per- 
cent. The insurance in force exceeds 
$160,000,000. The ratio of membership 
to those eligible is 80. 


states that at the 





New York Congress to Meet 

The New York Fraternal Congress 
will hold its annual meeting Feb. 6 in 
Park Central hotel, New York. J. J. 
Rossbottom, Independent Order of For- 
esters, is president; R. L. Dilley and 
Loreta Groves, vice- -presidents, and J. 
E. Long, Woodmen of the World, 
Omaha, acting secretary-treasurer. 





Francis Speaks in Minneapolis 

George S. Francis of the Ancient Or- 
der of United Workmen of Minnesota 
addressed the meeting of the Twin City 
Fraternal Life Underwriters Associa- 
tion in Minneapolis Thursday. 





Maryland-D. C. Congress Meets 


The Maryland-District of Columbia 
Fraternal Congress will hold its annual 
meeting Jan. 29 in Hotel Emerson, Balti- 
more. H. G. Dressel is president. 





N. F. C. Law Committee Meets 


The law committee of the National 
Fraternal Congress will meet in the 
executive quarters at Chicago Jan. 19. 
Lendon Knight, general attorney of 
Royal Neighbors, Rock Island, IIl., is 
the chairman. 








——TWOFOLD SERVICE 


INSURANCE PLUS FRATERNALISM KS 
( 


SUPREME OFFICE 


Royal Neighbors of America was chartered in 1895 with a member- 
ship of 4,124 in 100 camps and insurance in force of $576,000. Today 
the Society is one of the leaders in its field, figures of Jan. 1, 1941, show- 
ing: Membership, 506,357; camps, 6,086; insurance in force, $361,203,384; 
admitted assets, $77,671,813, and claims paid, $112,434,837. 

This progress is attributable to the Society’s principle of twofold 
service—Protection and Fraternalism. 
planted by its founders and has been a guiding light for 46 years. 

In Protection and Fraternalism the Society has been alert to progress, 
offering legal reserve life insurance for the whole family, benefits of 
camp activities, financial aid from its fraternal fund for needy members 
and benefits of the Royal Neighbor Home to worthy members. 


Protection and Fraternalism is a principle that is diligently guarded by 


Rovat NeiGusors oF AMERICA 
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BRINGS PROGRESS- 


This principle was firmly im- 


PROTECTS THE WHOLE FAMILY 
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in all Walks of Life 


Will Rogers said: 








His words on Life Insurance to Men and Women 


— Will Live Forever. 


“When I buy life insurance, not only do I know where I am at, 
but my family knows where they’re at. 
Life Insurance, just try dying without it.” 


EQUITABLE RESERVE ASSOCIATION 
NEENAH, WIS. 


(A Great Friendly Society with a record of 44 years of real service to its 
members.) 








If you don’t believe in 
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Problem of Agent 
Who Does Defense 
Work Discussed 


Agency problems due to the war can 
best be met by building strong organ- 
izations and eliminating ‘unfit agents 
and part-timers, H. E. North, second 
vice-president Metropolitan, told San 
Francisco general agents and managers 
in a discussion of “Agency Problems in 
San Francisco as a Result of the War.” 
Phe bars should not be let down now or 
later to permit part- timers to operate, 
for they have no place in the business— 

cannot do two jobs well and will drag 
down the spirit of the organization and 
be harmful now and in the future, he 
said, 

Particular emphasis was placed on the 
part-timer because of discussion of the 
problem created in several agencies there 
by agents securing jobs in adjacent 
ship-vards. 

Curry Gives Experience 

F. J. Curry, general agent Penn Mu- 
tual, reported two of his agents secured 
jobs in the ship-yards planning to con- 


tinue writing life insurance in their 
spare time. Mr. Curry had _ canceled 
their contracts but learned they were 
given contracts by other life agencies. 


He said to permit agents to retain their 
life contracts while holding jobs in ship- 
yards or other defense work would es- 
tablish a serious precedent and he felt 
a principle was involved which should 
be fought for. 

The opinion was expressed by some 
of those present that agents should not 
be classed as part-timers merely be- 
cause of working in defense projects, but 
they said they would not give new con- 
tracts to such workers, although they 
would not cancel contracts of those al- 
ready in their agencies who might get 
such outside jobs. 


North Expresses Doubt 


Mr. North pointed out that very few 
men can do two jobs and do justice to 
either one; any man who tries to work 
16 to 18 hours a day will not last very 
long. In selling life insurance, he said, 
agents are engaging in defense work 
because they are helping to curb in- 
flation. Agency heads should work 
more closely with their men, watch 
their mental attitude and keep them con- 
scious of their defense contribution. 

Another meeting to occupy an entire 
afternoon was called for Jan. 26. This 
will be an extension of the discussion. 


Must Overcome “Tough Going” 

PORTLAND, ORE.—“The year will 
be a brass-knuckled bruiser, but don’t let 
the tough going ahead lick you,” E. B. 
MacNaughton, president First National 
Bank, told the Portland Life Managers 
Association. 

Mr. MacNaughton forecast 
taxes and wartime readjustments 

“Don’t be merchants of gloom. No 
country is going broke as long as it has 
such resources and manpower and 
skills,” he stated. 


heavier 


Honor Columbus Leaders 

The Life Managers & General Agents 
Association of Columbus, O., will hold 
its agency leaders’ banquet Friday night, 


with Branch Rickey, vice-president of 
the St. Louis Cardinals, as principal 
speaker. Two leaders from each agency 


will be honored. 


Woodson Speaks in Newark 

The Life Supervisors’ 
Northern New Jersey at a dinner in 
Newark Jan. 27 will hear a talk by B. N. 
Woodson, assistant manager Sales Re- 
search Bureau. 


Association of 


Agency Plans Are 
Considered by 
Los Angeles Group 


LOS ANGELES—Agency plans for 
1942 were discussed by the Life Insur- 
ance Manager Association at a meeting 
presided over by President F. M. Mc- 
Millan, general agent Penn Mutual. J. 
\W. Yates, general agent Massachusetts 
Mutual, and W. L. Murrell, general 
agent Mutual Benefit were the speakers. 

Ed. Donovan, representative of a 
newspaper chain, presented President 
McMillan a book containing clippings of 
news items on life insurance 672% 
inches of which appeared during 1941, 
along with copies of reprints that had 
been made to the extent of 12,300 copies, 
the book to be forwarded to President 
H. J. Johnson of the Institute of Life 
Insurance. 

C. FE. Cleeton, general 
dental Life of California, 
Life Underwriters Association of Los 
Angeles, reported on the defense bond 
sale. Membership at the close of 1941 
was 674, an all time high. 

M. D. Cramer, general 
Bankers Life of Iowa, and G. 
tem, manager of Mutual Life 
York, were elected members. 


Yates Tells Methods 


Mr. Yates said in his agency planning 
was not done for the agency, but for the 
agents. There are eight sections of 
work for each agent. Agents should 
have control over the events with which 
they come in contact. Many agents 
never begin the job, even after they 
have planned it. The agency can fur- 
nish almost everything but ambition. 
That must come from the agent. 

Mr. Murrell said his agency stressed 
the foundation of selling; that the more 
definite the plan for 1942 the greater 
reason there should be for planning. 
He said agents should be given a stunt, 
with competition to make it interesting. 
They should plan each afternoon for 
the next day. The agents’ budgets 
should be watched and help given in 
balancing the budget if necessary. The 
crux is the effort put forth to sell the 
amount of new business to balance the 
budget. The agency should see to it 
the agent puts forth that effort. 

His agency has an advisory commit- 
tee which is consulted from time to 
time and thus better relationship are 
secured, 


agent Occi- 
president of 


agent of 
A. Sat- 
of New 


To Honor Okla. Agency Leaders 


Sponsored by the Oklahoma General 
Agents & Managers Club, an agency 
leaders testimonial dinner will be given 
Jan. 29, the evening preceding the an- 
nual sales congress of the Oklahoma 
Life Underwriters Association, for the 
leaders in production of all companies 
operating in Oklahoma. Two leaders 


will be selected from each company— 
one for volume and one for greatest 
number of applications. A _ plaque of 


honor is to be presented to each. 


Davenport General Agents Elect 


New officers of the General Agents’ 
and Managers’ Association of Daven- 
port, Ia., are Lloyd B. Gettys, Mutual 
Life of New York, president; Frank R. 
Eiler, Metropolitan, vice-president; C. 
A. Connor, Provident Mutual, secretary- 
treasurer. 

New directors are O, E. Hanson, Pru- 
dential; J. J. Hilbe, Guardian; G. E. 
Kirk, Penn Mutual and L. M. B. Mor- 
rissey, Phoenix Mutual. 





Talks on “Tools for 1942” 


The Boston Life Insurance Super- 
visors Club at a luncheon meeting 
heard Basil C. Collins, vice-president 
Old Colony Bank, talk on “Tools for 


told the anata. they 
would find that the same arguments 
they used in 1941 would be fully as 
effective in 1942. 


1942.” He 


Cashiers Discuss War Clauses 

Harry Unke of the Stamm general 
agency of Northwestern Mutual Life led 
a discussion on “War Clauses and Their 
Present Scope” at the meeting of the 
Life Insurance Cashiers Association of 
Milwaukee. 


Stearns Heads R. I. Managers 

The Managers & General Agents 
Round Table of Rhode Island at its an- 
nual meeting elected as president, Mau- 
rice H. Stearns of John Hancock; vice- 
president, George E. Awde, New York 
Life, and secretary, Walter K. R. Holm, 
Jr, Connecticut Mutual. 


Newark Cashiers Meet Jan. 28 

The Life Cashiers Association of 
Newark will hold a dinner there Jan. 28 
at which new officers will be installed. 


The San Antonio, Tex., Life Cashiers 
Association discussed problems of pro- 
tested checks, stoppage of payments on 
checks, and the collection of insufficient 
checks presented a second time. C. R. 
Spearman, vice-president National Bank 
of Commerce, led the discussion. 


NEW YORK 


OTT AGENCY'S SPLENDID YEAR 


The A. V. Ott agency of Equitable 
Society in New York had in 1941 an 
increase in production of 65 percent over 
1940. In group insurance the agency 
led the field force in Metropolitan New 
York, and held second place nationwide. 
Five members of the agency had indi- 
vidual group credits of more than one 
million dollars. 

In ordinary 21 members produced up- 
wards of $100,000 thus achieving club 
membership. With a 133 percent in- 
crease in club members, the agency 
showed the greatest improvement, na- 
tionwide, in this activity. 





ACTIVE IN DEFENSE 

Felix U. Levy, Penn Mutual agent in 
New York City, is assigned to the fourth 
regiment of the headquarters and service 
company of the New York state guard. 

Ralph G. Engelsman, Penn Mutual 
general agent in New York, is acting as 
a sector warden, helping to organize 
air wardens on Long Island. 


WORK 





KNIGHT 16% AHEAD IN 1941 

The Charles B. Knight agency of the 
Union Central Life in New York City 
paid for $20,063,596 in 1941 as compared 
with $17,284,898 in 1940, an increase of 
about 16 percent. December paid for 
business totaled $2,572,368 while sub- 
mitted busines was the largest ever re- 
ceived in any month. 


W. T. FERRIS FETED 
W:. Ff. 





Ferris, who retired Jan. 1 as 
manager of the New York City collec- 
tion office of Provident Mutual Life, 
was guest of honor at a- dinner given 
by C. D. Connell, general agent in New 
York City of Provident Mutual. Guests 
included the entire agency and office 
staffs of the Connell agency and the en- 
tire personnel of the collection office. 
Mr. Ferris has been with Provident Mu- 
tual since 1886. He was office manager 
of the Connell agency before a separate 
collection office was set up for the entire 
New York City territory. 


GALE JOHNSTON IS BILLED 

Gale F. Johnston, newly elected third 
vice-president of Metropolitan Life, will 
address a luncheon meeting of the New 
York City Life Underwriters Associa- 
tion Jan. 22. 

Mr. Johnston’s subject will be “The 
Life Underwriter Mobilized.” Others 
who will take a prominent part in the 
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meeting are J. M. Fraser, general agent 
Connecticut Mutual Life and chairman 
of New York association’s committee 
for the sale of defense bonds; C. D. 
Connell, general agent Provident Mu- 
tual, New York City, state chairman, 
and R. G. Engelsman, national sales 
director for the entire campaign of the 
National Association of Life Under- 
writers, Treasury department officials 
will also be present. 


New Agency Contract and 
Pension Program 


(CONTINUED FROM PAGE 3) 


renewals for the third and fourth years 
on business produced under the 45 per- 
cent graded first year schedule. Per- 
sistency allowances are not vested but 
will be paid to the agent as premiums 
are paid during his continuing service 
and subsequent retirement. 

Illustration of the ‘“bridge-over’’ 
schedule on ordinary life follows: 


' Agent’s 
Policy lst calendar 2nd subsequent 

year year year year 

1 55% 50% 45% 

2 10 Ug 20 

> r r 7 

o ) a) ‘ 

4 5 5 7 

5 2 2 2 


The ‘pension plan is contributory in 
nature and is to be administered by a 
home office pension committee. Each 
eligible agent who becomes a member 
will contribute 4 percent of each 
month’s income. This contribution will 
be matched by the company. Contri- 
butions will be accumulated to provide 
a modified refund annuity at retirement 
age. The modified refund plan was 
adopted in order that at the early death 
of a retired agent there might be some 
benefits accruing to the beneficiary. 


Two Years of Service Required 


Two full calendar years of service 
with a commission income of at least 
$600 for the second year is required 
for pension plan eligibility. 

The pension plan provides for retire- 
ment at age 65 with some flexibility to 
permit optional retirement on reduced 
pensions between ages 60 and 65. An- 
ticipating that life agents may event- 
ually be brought under social security, 
the pension plan is flexible to the ex- 
tent that, in such event, pension con- 
tributions of both agent and company 
shall be reduced by the amount of re- 
quired social security contributions. 


New Managers’ Plan 


In announcing the new agent’s con- 
tract and the pension plan for agents, 
the company also announced a new 
type of agency manager’s contract 
which incorporates the best features of 
both general agency and branch office 
plans as these two plans have generally 
been employed in the field. Officials 
point out that the company has oper- 
ated with both general agency and 
branch office plans, with ample oppor- 
tunity to observe advantages and dis- 
advantages of both. 

The new agency manager’s contract 
brings together in a fresh relationship 
something of the independent status 
and profit motive of the general agent, 
the stable-i -income security of the branch 
office manager, and the vested equities 
of the general agent. 


—_ Two General Agents 


E. Strong, for many years agent 
and eid supervisor for the Kansas City 
Life, American National and others in 
Texas, has been appointed general 
agent by Republic National Life at Mc- 
Gregor, Tex. 

Charles Elfenbein, in the casualty 
field from 1917 and in life underwrit- 
ing since 1937, has been named by Re- 
public National Life as general agent 
in Missouri. 


Chandler Bullock, president of State 
Mutual Life, recently was elected a 
member of the board of directors of the 
Worcester public library. 
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Answers to Objections and 
Closing Steps Are Given 





NEW YORK—tThe problems of an- 
swering objections and closing were 
taken up at the course in advanced sales- 
manship sponsored by the New York 
Life Underwriters Association. The 
problem of answering objections was 
handled by E. L. Reiley, general agent 
of Penn Mutual, and closing by C. P. 
Dawson, general agent of New England 
Mutual. 

Mr. Reiley depicted the sale as a court 
scene with the prospect's conscience as 
the judge, the agent representing the 
prospect's family interest, and the pros- 
pect the defendant. 

Needs Emotional Stimulation 

After the opening interview, the agent 
must establish the need of the individual 
and show him life insurance is a solu- 
tion of these needs, Mr. Reiley declared. 
He urged that the agent make the pros- 
pect dissatisfied with what he has done 
and give him the emotional stimulation 
which will cause him to buy. Mr. 
Reiley said he didn’t know anyone who 
hadn’t decided on what he wanted to do 
next when he made more money; there 
always are things just beyond the grasp 
of each individual. The prospect doesn’t 
want to postpone what he wants by 
buying life insurance and his objections 
are a plea to his conscience as judge. 

An agent doesn't get a prospect to 
spend more money; he persuades him 
to make an adjustment in his expendi- 


tures. The prospect raises objections— 
taxes, war, high living costs, in search 


for reasons to justify his purchase of 
life insurance. At this stage, the agent 
must know where he has been weak, 
either in his appeal to emotions or logic, 
both of which are necessary to make the 


sale. 
The prospect’s conscience, the judge, 
says to him, “Have you anything to 


refute it?” after the agent has pointed 
out the prospect’s needs and their solu- 





E. Lh. REILEY 


tion by life insurance. It isn’t easy 
for the prospect to dismiss the subject, 
and if he can win his case he can still 
take that trip to Florida which he is 
planning. If he can convince the agent 
he is right, he can turn to the judge 
and say to him the prosecution agrees. 
3y getting the agent to discuss war, in- 
flation, rising prices, and “what have 
you,” he gets the judge to recess court. 

Mr. Reiley said he replied to all ob- 


jections, “Has anything you have said 
reduced or changed the fact that your 
family needs this income? Do you sup- 
port your family only when you can? 
It is your problem; what are you going 
to do about it?” Mr. Reiley said he 
couldn’t decide whether this was factual 
or emotional, but it was the easiest and 


quickest way to get to the point of 
buying. 

Some years ago, Mr. Reiley said, J. A. 
Stevenson, president of Penn Mutual, 





DAWSON 


Cc. P. 


told him he could always judge a good 
sale because it either made the prospect 
buy or it left him in an unhappy frame 
of mind, Mr. Reiley suggested it might 
be a good idea for the agent to call up 
the prospect after 24 hours and ask him 
if he did not wish to change his sen- 
tence, when he said “No.” The prospect, 
he said, is going to bargain for the least 
amount that the judge will permit. 

People, Mr. Reiley said, do not act 
as a result of logic, but are prompted 
by emotion and justify their actions by 
reasoning. The process of rationaliza- 
tion is based on our ability to justify 
ourselves. 


Emotion and Logic Linked 


Both emotional appeal and logic are 
necessary in the sale. When logic is 
taken away, there is left a high pressure 
sale. If there is logic alone, the pros- 
pect won’t buy. The object of the life 
insurance salesman is to deprive the 
prospect of his peace of mind. “As long 
as we are selling life insurance on the 
basis of needs, emotion and logic always 
will pull in the same direction, which is 
our direction,” Mr. Reiley declared. He 
pointed out that when that is so, emo- 


tional desires and logic never are in- 
compatible. 
In his discussion of closing, Mr. Daw- 


son used a graph to illustrate the vari- 
ous parts of the sale and the prospect’s 
reactions, He stated that he referred to 
closing as the third or last sales step 
of securing action following the first step 
of creating desire and the second of aug- 
menting confidence. There are five parts 
to closing, which need not follow one 
another in any given sequence. These 
he enumerated as: 

Insufficient desire—it is important for 
the agent to have some reserve reasons 


if the life insurance proposal of itself 
has not created sufficient desire. The 
property concept of life insurance, Mr. 
Dawson said, is one of the most impor- 
tant reserve reasons. Life insurance is 
the best thing man has created to solve 
human problems and the only property 
ever created to serve personal problems. 
Another important concept is that since 
life insurance is sound property, it 
should be purchased out of principal and 
not out of income. Mr. Dawson de- 
clared all property is purchased in sim- 
ilar fashion for surplus income is income 
only for an instant, then it becomes 
principal. 

Fear of action—most men buy things 
too quickly when young and as they 
grow older they learn it is wise not to 
act hastily. The agent should eliminate 
this fear by pointing out that under a 
program of life insurance, a man can’t 
lose. He must either live, die, or quit. 

The proposal is too costly—here the 
agent must minimize cost and maximize 
benefits. 

Fear of ability to finance program—a 
common statement in this connection is 

“T don’t want to make further commit- 
ments.” The agent must make terms to 


meet the prospect’s ability to meet his 
life insurance obligations “with terrific 
emphasis on the future.” 

Prospect hasn’t ability to make a quick 
decision—Mr, Dawson said it is impor- 
tant to avoid having an executive or a 
man of responsibility make too sudden 
a decision. However, the “bread and 
butter” prospect is not accustomed to 
make a quick decision and tends to pro- 
crastinate. People have a right to pro- 
crastinate in their own thinking, he said. 
The problem here is for the agent to 
develop a technique to handle the natu- 
ral desire to procrastinate. 

There is no real objection 
surance on the part of the man who 
needs it and has the ability to buy it, 
Mr. Dawson asserted. When a prospect 
thoroughly understands a proposition, he 
buys. When a man does not want life 
insurance, he is silent. If he doesn’t 
want it, he wouldn’t prolong the discus- 
sion by raising objections. The agent 
must motivate the prospect to action in 
an emotional appeal. He must use logic, 
motivate, and have an intelligent way 
of asking for action. A case isn’t half 
planned when the agent has merely pre- 
pared a proposal, he said. 


life in- 


Merchandising, Prospecting 
and Right Approach Stressed 


CLEVELAND—With a well balanced 
program the 1942 sales congress of the 
Cleveland Life Underwriters Associa- 
tion was marked by an enthusiastic re- 
sponse from a record crowd. 


In discussing, “What’s Wrapped Up 


in a Life Insurance Policy,” Earl M. 
Schwemm, Chicago manager Great 
West Life, told of the ever-increasing 


importance which life insurance is play- 
ing in face of war conditions. “Even if 
we are at war, we don’t need to stop 
merchandising life insurance. There are 
going to be fewer in the business and 
those left must do a better job of serv- 
ing the public to make up,” he declared. 

H. Kennedy Nickell, Connecticut Gen- 
eral million dollar producer in Chicago, 
spoke on “The Buyer Demands.” Life 
insurance has been professionalized over- 
night. “We have done a good job, but 
we have got to do even better,’ he de- 
clared. 


Prospect Interested in Security 


Mr. Nickell warned agents not to 
waste the prospect’s time. “Talk non 
technical—talk life and not life insurance. 
Be interesting and show that you know 
about life and life’s problems. You have 
to know about money if you are going 
to talk about it, particularly where it 


concerns widows and orphans. Know 
the estate tax laws and income tax 
laws.” 


interested in ideas 
can meet the 


The prospect is 
on security and how he 
problems he can’t possibly get away 
from. “Don’t put on pressure, let your 
ideas offer the pressure. Make the pros- 
pect feel that it is to his advantage to 
accept your ideas. 

“Show enthusiasm, 
about your subject. The prospect has 
to be motivated and your enthusiasm 
will be catching. The prospect likes to 
know what other people are doing. Show 
him your own plans. There is ‘nothing 
like the pride of possession. Show your 
own pride of possession. 

Mahlon H. Ritchie, Metropolitan Life, 
Ashtabula, Ohio, discussed “Prospecting 
Procedure—the Right Arm to Success- 
ful Selling.” Beginners fail and old tim- 
ers get into slumps because they neg- 
lect to systematize their prospecting and 


get burned up 


fail to give it the amount of time and 
thought it deserves, he said. Most suc- 
cessful life insurance salesmen agree 


that prospecting is 50 to 90 per cent of 
the job. A study of the working habits 
of most large producers shows that they 
spend far more time in prospecting and 
qualifying their prospects than do the 
small or mediocre producers. 

“The law of average will assert itself 
if we see enough people, see the right 
people, and aproach them effectively,” 
Mr. Ritchie pointed out. 


Witherspoon Concludes Program 


John A. Witherspoon, Nashville gen 
eral agent John Hancock and president 
of the National Association of Life Un- 
derwriters, as the closing speaker, 
pledged himself to a year of action. In 
discussing association aims, he said a 
definite effort will be made to bring life 
insurance men under the old age and 
survivorship benefits of the social secur- 
ity act. 

Mr. Witherspoon said that he would 
like to see strict qualifications to join 
the National association. 


Three New Members of L. A. A. 
individual members have 
the Life Advertisers 


Three new 
been added to 
Association, 

Two are representatives of Provident 
Life & Accident, M. L. Davis, advertis- 


ing assistant, and Sam E. Miles, agency 
manager of the life department. Bart 
Leiper, vice-president of the L.A.A., is 


manager of advertising and sales promo- 
tion for Provident L. & 

The other new member is H. F. Led- 
ford, secretary-treasurer of State Capital 
Life, Raleigh, N. C. 


Report on Defense Bond Sales 


Through efforts of the San Francisco 
Life Underwriters Association, 122 
firms with 146,216 emploves have in 
stalled the payroll deduction plan of pur- 
chasing defense bonds, it was reported 
to the Treasury. Of these, 75 employ 
more than 500 employes each and have 
a total of 135,571 employes. F. 
Van Stralen, general agent Massachu- 
setts Mutual Life, San Francisco dis- 
trict is chairman in charge of the work. 
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Tell How to Meet War Cutie 








MINNEAPOLIS — Prospect in new 
fields, seek more business from women, 
emphasize protection more than invest- 
ment, capitalize on sale of defense bonds 
to write more insurance and program 
your work better than ever. These 
were some of the suggestions brought 
out in a lively panel discussion on “To- 
day's Market and Its Reactions” con- 
ducted at the luncheon meeting of the 
Minneapolis Association of Life Under- 
writers. The consensus was that the 
aggressive, resourceful agent will find 
plenty of business but perhaps of a dif- 
ferent type than he has been writing. 


President Ellis Sherman, Penn Mu- 
tual, pointed out that conditions have 
changed and that the purpose of the 


panel discussion was to develop ideas on 
how to meet those changes. He then 
turned the meeting over to Paul Dobson, 
Northwestern National Life, Million 
Dollar Round Table producer, who put 
leading questions to four members of 
the association, Lew Stearn, Northwest- 
ern Mutual; Vernal LeVoir, Bankers 
Life; Otto Veth, Northwestern National, 
and Lloyd Swanson, John Hancock. 


To Develop New Prospects 


In answer to a question how he was 
going to supplant the loss of prospects 
due to the war, Mr. LeVoir said he 
proposed to develop new type of pros- 
pects; work more on men with respon- 
sibility; suggest shorter term endow- 
ment contracts to men in defense plants; 
emphasize protection more than invest- 
ment, temporarily at least. Better pro- 
eramiming is essential, he said. “I don’t 


War Clauses No Real Bar to 
Sales; All in Same Boat 
SAN FRANCISCO—While prospects 


will raise a certain amount of objections 
to the new war clauses, many of these 
will be merely “smoke screens” and can 
be intelligently met, it was brought out 
here at a luncheon of the San Fran- 
Life Underwriters Association’s 
women's committee. 

Mrs. Stella Gibbs, 
States Life, presided. 
sky, Equitable Society, 
San Francisco Quarter 
Table, pointed out that “all life agents 
are in the same boat” as regards to the 
war clauses. She finds that business can 
be sold by urging those entering the 
armed forces to take all the life insur- 
ance afforded by the government and 
in addition to start now on an insurance 
program in a small way while they are 
still insurable. 

Maude Brillhart, Mutual Life, and 
Mrs, Katherine H. Pickett, Provident 
Mutual, pointed out that the war is tend- 
ing to make the public generally more 
life insurance minded. The tax situation 
is proving more of an objection to buy- 
ing life insurance than the war clause. 

To meet the point that the prospect 
is putting his money into defense bonds, 
Mrs. Gibbs suggested that prospects be 
urged to buy ordinary life which may 
be converted to the higher premium form 
of insurance at the end of 10 years when 
defense bonds mature. The pros- 
should also be told that life com- 
panies are making heavy investments in 
government bonds, although the pros- 
pect should be urged to make individual 


CISCO 


California-Western 
Miss Dora Olin- 
member of the 
Million Round 


these 
pect 


investment in defense bonds. 

Mrs. Edith Lewis, New York Life, 
gave several approaches which she uses 
with success. Use of pictures has 
brought her good results. 

Mrs. Trissie Miller, Aetna Life, dem- 
onstrated a successful approach, using 


Miss Agnes Macdonald of the same com- 
pany as her prospect. 

Mrs. Genevieve F. Macliver, Equitable 
Society, keeps detailed records of the 
number of phone calls, presentations 
and plans discussed, etc., during the year. 
If she presents 100 plans during the 
year, she will write 40 cases. In com- 
puting her phone calls she counts only 
made to strangers and not service 
stressed the fact that the re- 


1 
those 


calls. She 





believe the war is going to hurt my busi- 
ness one iota,” was his opinion. 

Trying to sell men on the idea of tak- 
ing out insurance on their wives on the 


ground that they may become the fam- 
ily breadwinner, was suggested by Mr. 
Stearn. He advised calling on more 
women as prospects. To the man who 


says he is loaded down with purchase 
of defense bonds, Mr. Stearn pointed out 
that most of these men will not have to 
spend much money on automobiles from 
now on; suggest they use their automo- 
bile money to buy defense bonds and 
use their spare income for insurance. 
‘They'll need life insurance more than 
ever to meet their taxes,’ he contended. 


Invest Matured Bonds 


Mr. Veth pointed out how the sale of 
government insurance in the first world 
war made the public insurance-minded. 
Mr. Swanson urged agents to give a part 
of their time to selling defense bonds 
and then capitalize on it by developing 
prospects for insurance. “When these 
bonds mature, get the purchasers to use 


the cash for insurance,” he advised. 
Mr. LeVoir advised agents not to 
worry too much about the war clause. 


“It is not going to be too difficult to sell 
the type of prospects we call on despite 
the war clause,” he said. 

It was conceded there will be some 
lapses but this will be offset by the far 
greater number who have larger incomes 
than they ever before have enjoyed. 

The same program was put on before 


the Duluth Life Underwriters Associa- 
tion. 
entry or second approach is as impor- 


tant as the first. She spends more time 
getting ready for the second attempt to 
sell than the first call. 

Various things not to do in the pres- 
ence of the prospect were humorously 
demonstrated by Mrs. Mary M. Brad- 
ley, California-Western States Life, with 
Edith May Harbinson of the same com- 
pany as the prospect or “suspect.” 


Sending Dividend Checks 
Direct to Agents 
Makes a Big Hit 


Franklin Life is one of the few com- 
panies that sends policy dividend checks 
direct to the agents to deliver. Presi- 
dent C. E. Becker declares this serves 
to bring the agents in contact with the 
policyholders in a very cordial way. It 


often leads to new insurance. It gives 
a very excellent excuse for the salesmen 
to call on policy owners. As President 


Becker puts it, “The man delivering a 
check is always welcome.” 

In connection with the discussion at 
the agency convention to what an 
agent should advise as to dividend op- 
tions, it was agreed that each case should 
be treated individually. However the 
point was made that people who become 
uninsurable can use dividends to  pur- 
chase paid up insurance. 

President Becker remarked that if he 
had taken participating instead of non- 
participating when he built his insurance 
estate, he could have added $25,000 to 
his line by using the dividends. 

Franklin Life agents use the 


as 


delivery 


of dividend checks very efficiently in 
creating good will and getting addi- 
tional insurance. 

Franklin Life sends premium notices 
direct to policvowners. The dividend 
checks are sent to agents if there be 


such in the vicinity. On the back of the 
check are printed the dividend options. 
If the owner elects an option that does 
not require cashing he endorses it and 
it is returned to the head office. This 
dividend check procedure requires extra 
bookkeeping and handling. Sometimes 
checks are lost but proper means are 
taken to stop payment and duplicates 
are issued. Despite these few disadvan 
tages, the agents are enthusiastic over 
the opportunity to handle these checks. 





Manhattan Life’s Vicky 
Emblem Plan Is Success 


Nationwide endorsement has marked 
the opening of the “Victory Pledge” 
campaign calling for the 100 percent in- 
vestment of renewal premiums of Man- 
hattan Life in government bonds. Let- 
ters of approval have been received from 
Secretary Morgenthau, Governor Leh- 
man of New York, Governors Edison of 
New Jersey and Green of Illinois, as 
well as scores of letters and wires from 
policyholders. 

Each policyholder will receive this 
week victory pledges, which they are 
asked to sign in a personal message from 
President J. P. Fordyce, and mail back 
to the home office. The pledge card cer- 
tifies that the emblem has been affixed 
to the jacket of the policy. The three- 
color emblem, carrying at the top “Re- 
member Pearl Harbor,’ above the 
Statue of Liberty, indicates that the pol- 


icy is a fighting document with renewal 
premiums used to assist in the war ef- 
fort. 


The company’s youngest policyholder, 
Paul Thomas Ranni, 18 months, of 
Mount Vernon, N. Y., and the oldest 
employe, Alfred P. McMurtrie, 72, of 

3oonton, N. J., took part in the premier 


victory pledge ceremony at the home 
office. 

As the pledge card of each policy- 
holder is returned markers will be added 


until the full quota is attained. 





Visit West Coast Agencies 

Stephen Ireland, vice-president and 
superintendent of agencies, and Robert 
H. Denny, director of agencies of State 
Mutual Life, are making a three-week 
visit to west coast agencies in Seattle, 
Portland, San Francisco’ and Los 
Angeles. 

Roy Ray Roberts, Los Angeles gen- 
eral agent and program chairman of the 
Life Underwriters Association, there has 
invited Mr. Denny to speak at a break- 
fast meeting of the association Jan. 21. 
He will talk on present day underwrit- 
ing problems. 





Carroll Agency Celebrates 
OSHKOSH, WIS.—About 100 mem- 


bers of gs agency office and field force 
of the A. Carroll eastern Wisconsin 


agency yer Northwestern Mutual Life 
attended the annual meeting and ban- 
quet here. Mr. Carroll said December, 
with 267 lives for $1,152,889 of insur- 
ance, was the largest month in the 
agency’s history. In 1941 the agency 
ranked second in lives and sixth in vol- 


ume among the Northwestern general 
agencies, with 2,156 lives for $6,233,000 
of paid-for new insurance. 

Harry Ricker, assistant 
spoke at the afternoon meeting, at which 
several field men spoke, and reports 
were made on the year’s production. 
Banquet speakers included E. J. Demp- 
sey, resident trustee of the company, and 
John Jamison, manager of field’ train 
ing at the home office. 


secretary, 
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Inspection Companies 
Work Multiplies Sharply 


All of the inspection companies in De- 
cember handled the largest volume of 


life insurance work during December 
that they have had during any single 
month previously. The work is continu- 
ing well into January, as much of the 
business that was written under the 
stimulus of impending war clause rules 
has yet to be delivered. 

This put a heavy strain on the inspec- 
tion companies. They also had excep- 
tionally heavy demands in New York 
state because the Page-Anderson finan- 
cial responsibility law became effective 
there Jan. 1, and there was a tremendous 
increase in the purchase of automobile 
insurance in that state. One of the in- 
spection companies said that its automo- 
bile inspection work in New York state, 
for instance, was 500 percent greater 
than normal, 

In addition to these unusual demands 
the inspection companies are having dif- 
ficulty maintaining their man-power. 
Most of the inspectors are in the age 
group subject to draft and it is regarded 
pretty much as a young man’s type of 
work. The company inspection com- 
panies feel that now they will have to 
use older men but the inspectors have to 
be in good shape to make the rounds 
day after day in all kinds of weather. 


Great Northern Life Has 
Family Group Expense Plan 


The Great Northern Life in its 
monthly premium department is now 
offering a family group emergency ex- 


pense insurance plan, through the use of 
the “home security” policy and the fam- 
ily group hospital and surgical expense 
rider. 

For the father, accidental death and 
dismemberment indemnity and monthly 
income for accident or sickness disability 
are provided, plus hospitalization for 30 
days at $5 per day; up to $25 mis- 
cellaneous hospital expenses and_ sur- 
gical operation according to schedule, 
running from $5 to $100; for the wife 


or mother, hospitalization $4 per day 
and $20 expenses, with the same _ pro- 
vision for surgical operation, and for 


dependent children ages 1-18, $3 per day 
for hospital, $15 expenses and no sur- 
gical benefits. 

For total accident disability, the father 
will receive half indemnity for the first 
15 days and full indemnity thereafter for 
i2 months, with one-half partial for six 
months; half indemnity for the first 15 
days for confining sickness and full in- 
demnity thereafter for six months, with 
one-half non-confining for two months. 
The monthly premium for men ages 
18-50, class AAA, for $500 principal 
sum and $50 monthly is $1. The 
monthly premium for hospital and sur- 


gical expense is $1.35 for the father, 
$1.25 for the wife and $.40 for each 
child. 


No Risk Here! 


That’s one prime thing about The 
Waldorf... you know what to ex- 
pect here on your New York trips. 
Big, comfortable rooms, each with 
private foyer .. . restaurants with 


the widest variety of menus and 


prices .. . the convenience of mid- 
town location with two bus lines 
at the door and near-by subway. 
You'll save time and enjoy your 
visit more. 

THE 


WALDORF-ASTORIA 


Park Avenue «49th to 50th « New York 
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The first investment of 1942 made by Lincoln National Life was a maximum purchase 
of $50,000 Series G of U.S. defense bonds. These are shown here being delivered by 


At American Association of University Teachers of Insurance parley in New York: C.H. Buesching, president Lincoln National Bank & Trust Company, to Arthur F. Hall, 
Frank L. Jones, vice-president Equitable Society, who was elected an associate member _ board chairman, and R. J. Stoner, treasurer Lincoln National Life. Last year Lincoln 
because of his long interest in life insurance education and his activity in connection National increased its holdings of U. S. government bonds to more than $23,000,000. 
with the Huebner Foundation; and Dr. S. S. Huebner, University of Pennsylvania. 


New York City members of Equitable Society’s $200,000 and higher production clubs were feted at a banquet by society 
officers at the culmination of a successful campaign in which -141 qualified, a 20 percent increase over 1940. President T. I. 
Parkinson congratulated the producers for their outstanding record. 

At the head table were the following eight leaders for the year: Leon Gilbert Simon, E. Schoenhardt, Norman Strong, L. H. 
Bunting, Seymour Sutorius, D. A. Freedman, Hyman Holtz, and G. E. O. Bell. Manager A. Bleetstein, president of the Equit- 


able’s New York board of managers, was toastmaster. 


# 





University insurance teachers gather in New York: E. L. Bowers, Ohio State University, new president; L. J. Ackerman, University of Connecticut, chairman of the publicity 
committee; David McCahan, University of Pennsylvania, retiging president of the association; and Capt. Reese F. Hill, war department insurance expert, who was the guest 


speaker at dinner. 
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to OSLICO FIELDMEN 
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perience record 


which illustrates 

how the “Golden 

COLUMBIAN NATIONAL Rule, Contract 
7 boosts an agent's 


Life Insurance Company given territory. 


given territory. 
of 


Y SPOTLIGHT 
Boston, Massachusetts y 


She Guture 


A territory takes on a new “glow” in light 
of the “Golden Rule Contract.” Limits on 
future earnings are removed as this man’s 
record shows. His home is a rural town of 528 : 
population. Through the unique Golden Rule . 
Contract his organization has spread through several \ 
counties and last year paid him in bonuses a total of 
° $1878 and earned future renewals for him on $717,000 
offers to its fieldmen of business. The agents he brought to his — who 
a line o hold exactly the same kind of a contract earned bonuses 
f complete personal sali for themselves totaling $2161 in addition to their regular 
including: 
Life 
Accident & Health 


commissions. 
Hospitalization 


ess Substandard 


Wholesale 


Group 
Juvenile 
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COLUMBUS Vutual Life 


na: <0 Alaa 





A New England Institution 




















